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Values Protected 
Through Medium of 
Life Insurance 


‘OD. B. Maduro of New York 
Points Out Two 
Fundamental Functions 


CINCINNATI—Life insurance has 
two fundamental functions, the pro- 
tection of human values and the pro- 
tection of property values, said D. B. 
Maduro, counsel New York City Life 
Underwriters Association, speaking at 
the life leaders’ banquet sponsored by 
the Associated Life General Agents & 
Managers. 

Under its first function, life insurance 
projects the earning power of the in- 
dividual beyond his lifetime for the pro- 
tection of his family, he asserted. Using 
“Privileged Property” as the topic, Mr. 
Maduro developed his theme of life in- 
surance as a _ protector of property 
values by taking a leaf from a book of 
detective stories, using the titles “Case 
of the Burlap Bag,” “Case of the Lost 
Legacy,” “Case of the Double Tax,” 
“Case of the Lingering Lease,” and 
Case of the Busted Business,” to illus- 
trate the points which he had garnered 


from innumerable consultations with 
clients, 


Case of Burlap Bag 


Case of the Burlap Bag: Exclusions 
granted by the federal government ex- 
empt life insurance proceeds up to $40,- 
000 from the federal estate tax. There 
is a real social reason why this is so, 
Mr, Maduro declared, because life in- 
surance in most cases is purchased to 
Protect the widow and family of the 
assured and they may become a charge 
on the state if they did not have the 
exemption. The assured may leave $40,- 
000 to his family intact in a “burlap 
bag,” made by the life insurance com- 
panies, which is exempt from federal es- 
tate tax. Mr. Maduro suggested that 
the assured hasn’t taken full advantage 
of the $40,000 exemption through the 
naming of a contingent beneficiary as a 
safeguard in the contingency that the 
beneficiary predeceased the assured. He 
said that agents are likely to overlook 
the wives of wealthy men as prospects, 
who may have a great deal of property. 
Most wealthy men have $40,000 life in- 
surance, 


Case of Lost Legacy 


Case-of the Lost Legacy: Mrs. A 
and her sister Mrs. B own stock in a 
close corporation on which there would 
be $300,000 inheritance tax if Mrs. B. 
died. Mrs. B’s husband and sister, 
who would divide stock equally, by each 
Carrying $150,000 life insurance on her 
life, eliminate any chance of financial 
embarrassment or sacrifice of securities. 

\ prospect wishes to leave valuable 
antique household furniture and fixtures 
to a nephew, who would be responsible 

(CONTINUED ON PAGE 25) 





Fireworks Absent in Early 
SEC Insurance Hearings 


Study Is Given of the 
Main Figures in “Second 
Armstrong Investigation” 


WASHINGTON — Counsel Gerhard 
Gesell’s comprehensive, workmanlike 
job of foundation-laying, with its largely 
unsensational line of questioning, has 
got everybody trying to guess just what 
degree of heat he and the monopoly 
committee will turn on before they con- 
clude their two-week hearing on life in- 
surance, 

The dramatic suspense is sharpened 
enormously by Mr. Gesell’s deliberate, 
unruffled manner, by his meticulous care 
in eliciting of elementary life insurance 
information that is readily available 
from a hundred public sources, and by 
the knowledge that he is the young man 
(he’s still under 30) who gave the great 
J. P. Morgan some uncomfortable min- 
utes during the SEC inquiry into the 
Richard Whitney scandal. 


What Axes to Be Ground? 


The foremost thought that comes to 
the observer in tryin~ to size up the 
next ten days is, “What axe is each of 
the key figures trying to grind? The 
counsel has a role in an inquiry such as 
this which is right on a par with com- 
mittee chairman himself. He is the one 
whose job it is to ask, if he has a mind 
to, questions like, “Have you left off 
beating your wife? Answer yes or no.” 

There should be little of that sort of 
thing from Mr. Gesell. He is an intelli- 
gent, thorough young lawyer but he is 
no veteran inquisitor for all his out- 
standing record in some important cases. 
Ferdinand Pecora, now a New York 
judge, who was the examiner at the in- 
vestigation of Wall street which led to 
the establishment of the SEC, domi- 
nated the congressional committee and 
had everything his own way. That was 
the inquiry where the midgets sat in 
J. P. Morgan’s lap. Mr. Pecora grilled 
the witnesses and grilled them plenty. 


Able; But No Pecora 


Mr. Gesell, on the other hand, is in 
an entirely different position. Mr. Pe- 
cora was a seasoned inquisitor when he 
made the Wall street personages squirm. 
He had a firmly established reputation. 
Mr. Gesell stili has his spurs to win. At 
least he hasn’t won both of them yet. 
No matter how much he would like to 
get in there and tear the witnesses apart, 
the committee is still very much under 
the chairmanship of Senator O’Ma- 
honey, who has shown no evidence of 
going back on his promises that there 
would be nothing in the nature of a 
smear campaign about any phase of the 
monopoly investigation. 

Chairman O’Mahoney takes an active 
part in the hearings. Other members of 
the committee absent themselves for 
more or less protracted periods, but 
O’Mahoney had his hand on the tiller 
every minute. And when he had to 
leave the city Tuesday afternoon on a 
speaking engagement the hearing ad- 
journed at noon. 

To ease the minds of those who have 

(CONTINUED ON PAGE 25) 





F. H. Ecker on Stand 
Two Days, Proves 
Cooperative Witness 


By ROBERT B. MITCHELL 


WASHINGTON—Constant hammer- 
ing at bigness and geographical cen- 
tralization of the big companies marked 
the opening days of the Temporary Na- 
tional Economic (monopoly) commit- 
tee’s hearings on life insurance which 





F. H. ECKER 


got under way this week. So intent are 
the inquisitors on banging away at size 
that they are focusing almost entirely on 
the big mutual companies, particularly 
the half-dozen located in the New York 
metropolitan area, with special emphasis 
on Metropolitan Life because of its top 
magnitude. 

So far there has been no implication— 
in fact it has been repeatedly disclaimed 
—that size is cause for alarm to policy- 
holders, that bigness in any way denotes 
culpability. What seems to be on the 
committee’s mind is, as Senator O’Ma- 
honey, TNEC chairman, put it, that as 
accumulations of assets take place they 
have an important effect on the national 
economy entirely apart from considera- 
tions of management’s integrity or 
abuses. 


Douglas Is Pacific 


Chairman W. O. Douglas of the SEC, 
which has been making the survey for 
the committee, has gone out of his way 
to allay possible cases of the jitters 
among policyholders who might become 
upset by the mere fact that an inquiry is 
going on. It is understood, moreover, 
that the committee will permit an unpre- 
cedented latitude to life company wit- 
nesses, inaugurating a procedure which 
should go far to eliminate possible mis- 
understandings arising from the diffi- 
culty of compressing the exposition of a 

(CONTINUED ON PAGE 26) 





Repeal Zone Rule 
on Examination of 
Insurance Companies 


Meeting at Chicago Votes 
to Return to Former 
Convention Plan 


At a joint meeting of the examination 
and executive committees of the Na- 
tional Association of Insurance Com- 
missioners in Chicago Tuesday, attended 
by a number of other officials, 28 states 
being represented, it was voted on mo- 
tion of Blackall of Connecticut to repeal 
the action cf the Des Moines annual 
convention in regard to zone system of 
examinations and revert to the practice 
followed prior to that time. It will be 
remembered that the commissioners at 
Des Moines amended the convention ex- 
amination plan to provide that when a 
company is operating in three or more 
states and a convention examination 1s 
called each zone shall be represented in 
the examination provided there is $1,- 
000,000 of annual premiums written by 
the company in that zone. In case the 
home commissioner did not extend in- 
vitation to zones qualified to be repre- 
sented it was the duty of the chairman 
of the examination committee to order 
the participation of the zones. 


Brought to Head in New York 


The issue came to a head when the 
New York department ordered an ex- 
amination of four different groups. First, 
the Continental and _ Fidelity-Phenix 
Fire of the America Fore; next, the 
Commercial Union of London including 
the Commercial Union of New York 
and Palatine, the National Surety and 
Globe Indemnity. Superintendent Pink 
of New York had sent a letter to Com- 
missioner Sullivan of Washington and a 
copy to other commissioners stating that 
he had gone as far as he could in the 
examination plan as outlined at Des 
Moines. He was willing to have reason- 
able participation in the examinations. 
He did not want to be bound by the 
zone system requiring all zones to be 
represented where there was $1,000,000 
or more premiums written annually. He 
was willing in case of these groups 
about to be examined to have two zones 
besides New York. 

Inasmuch as Superintendent Pink did 
not extend the invitation to the number 
of zones required under the rule, Read 
of Oklahoma, chairman of the examina- 
tions committee, assigned to the Conti- 
nental and Fidelity-Phenix, Virginia, 
Kentucky, Utah and Texas; to the Globe 
Indemnity, Alabama, Iowa, California 
and Illinois. Illinois advised that it 
could not send an examiner and another 
state is being substituted. To the Na- 
tional Surety, Georgia, Arkansas and 
North Dakota were assigned; to the 
Commercial Union, Louisiana, Indiana, 
Nebraska and Washington. 

(CONTINUED ON PAGE 30) 
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Annual Life Statements 
Create Attention 


METROPOLITAN 


The annual statement of Metropoli- 
tan Life is being scrutinized with par- 
ticular interest this year, because of the 
fact that it is issued just at the time 
that the Securities & Exchange Commis- 
sion is conducting its hearings in the 
insurance investigation, with particular 
attention being directed to Metropolitan 
Life because it is the biggest institu- 
tion in the country. 

Assets of Metropolitan are now $4,- 
942,900,417, an increase of $223,179,590. 
Insurance in force reached $22,612,403,- 
594. That was a new high in the his- 
tory of Metropolitan. It is a gain of 
about $28,000,000. Ordinary in force 
amounts to $11,556,261,130; industrial, 
$7,550,316,755 and group, $3,505,825,709. 
New life insurance issued during 1938 
amounted to $1,810,355,017. 

For dividends to policyholders in 1939 
Metropolitan Life has reserved $118,- 
042,832 as compared with $97,752,432 for 
1938. Included in the reserve for in- 
dustrial dividends is an item of $9,200,- 
000 which will be applied to further the 
program of increasing the benefits under 
old industrial policies to the more lib- 
eral amounts payable under policies of 
more recent issues. 

Payments to policyholders 
1938 amounted to $566,356,290. 


LIFE 


during 


SOCIETY 

President Parkinson of the Equitable 
Society gave some approximate figures 
at the meeting of the executive commit- 
tee stating that the assets totaled $2,- 
260,000,000, increase $155,000,000. In- 
surance in force decreased $13,000,000 
for regular life and increased $28,000,- 
000 for group, giving a net increase of 
$14,600,000. The surplus is $78,000,000, 
as compared with $62,000,000 a year 
ago. There was written off $3,200,000 
‘in the book value of real estate. 


ENGLAND MUTUAL LIFE 


The New England Mutual Life reports 
that new insurance issued in 1938 was 
$159,000,000, the largest amount in any 
year since the company was chartered 
over a century ago. Insurance in force 
$1,539,060,000, $67,000,000 more than in 
1937. 

The mortality was 55 percent, the 
same as the average of the past five 


EQUITABLE 


NEW 


090 went to living policyholders. Death 
claims amounted to $14,000,000. 

Income exceeded disbursements by 
over $31,000,000. From earnings, $9,- 
000,000 has been set aside for payment 
as policy dividends in 1939. 

The investment problem continues ser- 
ious on account of the general shrinkage 
in interest rates; nevertheless, high grade 
bonds, amounting to $49,000,000, and 
stocks costing $797,000, were bought. 
Public utility bonds of $25,000,000 were 
the largest in amount, and second were 
U. S. government bonds for $16,700,000. 
Mortgage investments total $43,562,000 
and are on business properties in the 
larger cities. They form a smaller per 
centage of the investments than in for- 
mer years. Total real estate now owned 
through foreclosure amounts to $29,000,- 
000. 


GREAT-WEST LIFE 


Substantial gains in new business and 
business in force were reported by G. 
W. Allan, president Great-West Life, at 
the annual meeting this week. He noted 
that 53 percent of the investments are 
in high-grade bonds and debentures, of 
which over half are government bonds 
or guarantees. Investments in bonds 
and debentures, which increased by over 
$8,000,000 in 1938, he said, provide 
strong liquid position with unquestion- 
able security. Market values of bonds, 
debentures and stocks were $2,500,000 
in excess of book values at the close of 
the year. General Managers H. 
Manning and F. D. MacCharles com- 
mented that each quarter year showed 
progressive increases and there is evi- 


dence this momentum has _ continued 
into 1939. 
BERKSHIRE LIFE 

The Berkshire Life’s 87th annual 


statement shows premiums $6,872,708, 
total income $11,203,332, paid policy- 
holders $5,237,404, total disbursements 
$8,411,969. The assets are $61,551,517 of 
which $2,136,030 is cash $2,104,208 fed- 
eral government bonds, $3,666,096 other 


government bonds, $5,545,875 railroad 
bonds, $10,082,347 public utility and 
other bonds, $13,382,416 mortgages, 


$10,681,620 policy loans, $11,123,140 real 
estate including home office. Its special 
reserve for depreciation of assets is 
$400,000, surplus $1,553,576. The com- 





years. 

Assets are $435,723,000, increase $33,- 
000,000. Surplus funds are $17,381,000 as 
compared with $15,295,000. 

The total income was $87,000,000, in- 
crease 5.7 percent. Policyholders were 
paid over $38,000,000, of which $24,000,- 


pany is giving a good account of itself. 


BANKERS LIFE OF NEBRASKA 
Assets of Bankers Life of Nebraska 
increased by more than $200,000 during 
1938 and at the close of the year stood 
at $40,784,292. Capital is $500,000 and 








net surplus is $3,583,709, an increase of 


better than $150,000. Death claims 
amounted to $747,382. Total paid pol- 
icyholders was $3,423,893. Cash pay- 


ments to living policyholders amounted 
to $2,677,511. The average mortality ra- 
tio of Bankers Life from Dec. 31, 1919, 
to Dec. 31, 1938, has been 38.53. 


WISCONSIN LIFE 


The Wisconsin Life of Madison, Wis., 
in its new statement shows assets $5,- 
696,794, of which $2,269,333 are bonds, 
$1,178,011 city loans, $67,728 farm loans, 
$832,609 policy loans, $284,049 home of- 
fice building, city real estate $310,077, 
farm real estate $285,201, cash $138,552. 
Its policyholders surplus is $284,935. Its 
total income was $1,114,156 including 
$705,465 premiums. It paid policyhold- 
ers $385,883. Its insurance in force is 
$24,614,689. The assets increased $413,- 
190. 


GREAT AMERICAN LIFE, TEXAS 


Great American Life of San Antonio, 
Tex., in its new annual statement, shows 
an increase in net surplus of $150,000. 
Surplus account now stands at $650,000. 
Capital is $500,000. Assets are $3,045,- 
357, an increase of about $600,000. 
BUSINESS MEN’S ASSURANCE 

The Business Men’s Assurance annual 
statement shows life insurance in force 
increased $1,574,560. It has had an un- 
broken record of increases on this item 
during the depression years. The policy- 
holders’ surplus is $1,641,567, gain $161,- 
226. It paid policyholders last year 
$2,000,000. Total benefits paid since 
organization amount to $42,911,730. The 
company invested $2,531,905 last year, of 
which $1,684,367 was in first mortgages 
and $847,538 in bonds. About one-half 
of the mortgages are on farm property. 
The delinquent interest on all mortgages 
and bonds amounted to only .24 percent. 
The net return on invested assets was 
4.24 percent compared with 4.29. The 
quick assets amount to 10.38 percent. 
Of its bonds .59 are industrial, 1.42 rail- 
road, 5.88 in public utilities. During the 
last two years it has written down its 
home office building value $150,000. Its 
other real estate acquired under fore- 
closure is $784,540, the total of the home 
office building and other real estate be- 
ing 10.31 of the total assets. There was 
a stronger demand for policy loans, 
bringing that item to $1,948,614 or 10.95 
percent of the assets. The B. M. A. 
shows $110.16 of assets for each $100 of 
liabilities. 


FRANKLIN LIFE 


Franklin Life of Springfield, Ill, in its 
new statement, reports assets $37,508,- 
496, an increase of about $1,900,000. The 
capital is $250,000 and net surplus $1,- 
035,364. Franklin Life paid policyhold- 
ers and beneficiaries last year $2,814,405 
and such payments since organization 





FIGURES FROM DEC. 31, 1938 STATEMENTS 








Change Surplus to New Change 

Total in Policy- Bus. Ins. in Force in Ins. 
— — holders 19388 Dec. 31,1938 In Force 

‘ $ 
Acacia Mutual TAO. ccs 79,687,616 + 6,911,694 3,000,846 $8,251,669° 401,848,842 + 14,087,197 
Amer. Citizens Life, O.. 220,412 + 18,504 110,130 153,492 1,504,624 —311,091 
American Mut., EM. cccs SR STT 516 + 1,626,209 1,608,043 4,647,591 90,725,725 —3,516,702 
Bankers fl ae | See 228,390,518 +12,125,474 10,568,819 59,635,484 752,119,649 +5,442,741 
Calif.-Western States .. 51,489,506 +3,090,050 3,042,698 41,462,518 242,660,703 + 23,767,542 
Continental Assurance.. 30,438,336 +3,027,063  3,507,100* 25,769,172 231,972,498  +6,429,509 
Fidelity Mut. Life ..... 123,172,359 +5,365,935 6,412,233 my 359,756 363,441,261 +555,314 
SSGIE SACO: GIRS. 550s <siess 5,587,092 oN) 599,827 93,024,291 +11,062,823 
Lincoln National Life. ..147,947,028 +8,600,632 7,921, 4635166 723,033 995,423,126 + 41,726,175 
Northwestern Mut. L...1,233,101,692 +54,673,056 53,288,856 233,904,794 3,893,591,675 +34,374,972 
Manhattan Life ....... 20,470,432 +647,150 1,047,626 11,384,884 71,887,290 + 2,437,867 
Life of Virginia........ 100,670,847 + 5,324,123 ppg 89,941,133 500,441,280 + 24,325,724 
Ohio State Life......... 19,831,945 +1,316,960 1,928,896 12,803,306 95,688,139 +3,421,080 
Penn, Mut, .........0.. 702,629,809 + 34,547,354 30, 793, 056% 155,903,043 1,951,750,079 + 23,275,656 
Peninsular Life 2,197,992 + 322,573 257,398 14,840,103 30,302,007 + 1,968,268 
Philadelphia Life 13,638,862 + 337,060 913,507 5,519,924 53,732,494 + 449,898 
Provident Mut. Life....346,418,516 +15,204,732 19,420,6817 73,207,497 970,900,529 + 9,775,107 
Security Life & Tr., N.C. 5,788,239 + 711,592 621,849 14,343,521 50,191,412 +6,845,194 
Union Central Life + -374,398,134 +14,986,529 12,625,459 70,072,480 1,131,339,805 —11,461,267 
Wisconsin Natl, ees 9,022,3108 +567,288 1,324,3058 4,881,176 39,717,694 + 462,219 
FRATERN. 

Lutheran Broth’d., Minn. 8,737,365 +1,214,302 849,938 8,365,128 65,334,512 +4,237,428 
The Praetorians ...... 8,357,890 + 287,428 432,103 23,253,124 71,428,000 + 2,004,305 





1Includes contingency reserve of $800,000. 

*Excludes increased and revived. Includes dividend additions. 

’Excluding reserve for security fluctuations and other contingencies $2,500,000. 
*Excludes $275,000 general contingency reserve. 

‘Includes A. & H. 

SIncludes contingency reserve $1,921,462. 

Surplus reserve for mortality and asset fluctuation and other contingencies. 
7Contingency reserves. 

SAceident and health department included. 


Prem. Total Benefits Total 
Income Income Paid Disburs 

1938 1938 1938 1938 

$ $ $ $ 

10,845,575 16,327,324 5,590,902 9,657,106 
41,881 50,756 12,515 38,684 
3,052,841 4,625,900 2,275,368 3,487,267 
24,748,997 39,108,983 20, 402,128 27,015,682 
6,868,3074 10,027,776 4,187,6474 7,037,567 
5,641,908 7,377,286 2,094,266 4,434,263 
13,588,876 22,233,423 10,905,595 16,746,703 
3,280,179 3,570,391 799,579 2,618,114 
‘23,484,329 36,985,162 12,587,170 26,989,718 
130,651,835 210,786,340 109,314,092 150,643,267 
2,378,157 3,468,851 1,659,913 2,746,574 
15,232,599 20,747,196 7,326,695 15,378,602 
2,771,173 4,134,606 1,425,799 2,812,159 
69,933,157 118,723,272 654,870,748 84,922,113 
1,231,252 1,373,611 297,467 1,079,658 
1,522,546 2,331,098 1,255,221 1,912,727 
34,056,078 56,091,997 26,916,131 40,888,398 
1,198,554 1,593,623 436,655 931,577 
39,522,230 66,733,854 30,311,383 49,870,611 
1,056,691 1,469,096 465,489 929,913 
1,753,203 2,344,507 563,176 1,149,272 
1,557,939 2,199,536 478,066 1,837,872 


—=—= 





Note of Warning | 











M. R. GOODERHAM, Toronto 


President M. R. Gooderham of the 
Manufacturers Life of Toronto, in his 
presidential address, said that a peculiar 
responsibility rests on life companies 
which have become the depositories for 
hundreds of thousands of policyholders. 
Each succeeding year, he said, shows an 
increase in the proportion of funds in- 
vested in government loans, and hence 
it is increasingly important that invest- 
ment officers study the trend of national 
finance. These debts are increasing 
without provision for their liquidation. 
He said that an indefinite continuation 
of such a practice must ultimately create 
a situation which may prove difficult to 
face. People are overlooking the fact 
that these governmental services which 
many are demanding must be paid for. 
In order to give these services the gov- 
ernment is forced to borrow from the 
savings of the people and in due time 
these savings must be restored. Presi- 
dent Gooderham said he was concerned 
at present with only two points, the ex- 
tent to which borrowing is relied on and 
the fact that little provision is made jor 
repayment. 











amount to $71,002,908. Insurance in 
force stands at $175,108,383, which is an 
increase. 
REPUBLIC NATIONAL LIFE 

The Republic National Life of Dallas 
reports the best year in its history, the 
surplus having been increased by more 
that 450 percent, the assets by more that 
150, while the insurance in force h 
about doubled. Its bond account 1- 
crease in total mortgage loan account © 
900 percent. It purchased FHA govert- 
ment insured loans with a resultant !- 
crease in total mortgage loans account 
more than 200 percent. The average ratt 
of interest earned on ledger assets wa 
5 percent. The company since organiza 
tion has in addition to maintaining 
full legal reserve deposited with thes 
under the registered policy law, paid : 
total of more than $2,000,000 to pai 
holders. During last year it took ¢ 
the Western Union Life of Lincol: n 
Neb., American Annuity and Nation. 
Thrift, both of Omaha, Western Ame" 
ican Life of Albuquerque, N. Mex., Fs 
delity Life of Phoenix, Ariz., and the 
American Covenant Life of Missouri. *! 
has extended its operations so that it} 
now licensed in Texas, Oklahoma, A™ 
kansas, New Mexico, Arizona, Missour 
and Nebraska. T. P. Beasley is pres 
dent. 















Boney Recovers from Fracture 


Dan C. Boney, North Carolina com 
missioner, who broke his arm in a fal 
late in December, is now out 
splint, but he is not yet able to be at! 
office regularly. 
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Minnesota Mutual's 
Field Force Gathers 


Two New Sales Aids 
Announced at San Antonio 
President Phillips Talks 


By H. J. BURRIDGE 


SAN ANTONIO, TEX.—Leading 
producers of the Minnesota Mutual 
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Life from 27 states held their 19th gen- 
eral convention here this week, and 
will devote the next several days to 
sight-seeing and recreation in Monterey 
and Mexico City, Mex. Including 
home office officials and their wives, 
there are nearly 150 in the convention 
party. 

The business sessions here were under 
the general supervision of Harold J. 


Cummings, vice- -president and superin- 
tendent of agencies. R. H. Pearson, Ft. 
Worth, is convention president. and 


C. L. Hoon, Denver, vice-president. 
Reports 1938 Increase 

Mr. Cummings announced that the 
company closed 1938 with $1,154,000 
more business than was written in the 
previous year compared to an average 
drop of 13 percent on the part of com- 
panies generally, and that January of 
this year was 17 percent above the same 
month of 1938. Similar gains were 
shown in all items of the company’s 
new annual statement. The sales or- 
ganization made a big spurt toward the 
end of the year, turning an apparent loss 
into a gain. 

Two important new sales aids were 
announced and distributed by Mr. Cum- 
mings. Both made a big hit. Most 
generally useful of the two is “The In- 
commeter,” a mechanical device by 
which the agent and prospect may 
jointly draw up a life insurance program 


exactly fitting the case. The Incom- 
meter s various uses in programming 
were illustrated. An attractive new 


folder on pay roll deduction franchises 
was exhibited and is available to agents 
at once in quantities. 

Convention President R. H. Pearson, 
Ft. Worth, captured that honor for the 
third successivé year. He has written 
five million of business in Ft. Worth 
since 1929, and has been a member of 
the app-a-week club for over eight years. 
As presiding officer he was_ capable, 
witty, and kept the sessions well in hand. 
High Renewal Records 


The producers with highest renewal 
ratios told how they kept their renewal 
records at 100 percent or close to it. 
Speakers on this subject included N. a 
Winter, H. j. Hog, G. C. Bohn, Jr., 
Paul, and J. E. Lynn, Kansas City: 


Rose, Austin, Tex: C. H. Tuekers, an 
peka, Kan., and a. 3 Weide, Pitts- 
burg, Kan. 

“Why My Monthly Premium Re- 


newal Ratio Is Good” was discussed by 
k Wayn, Cheyenne; H. A. Little, 


Tulsa; c. WwW. Hackney, Washington, 
and C. L. Doty, Los Angeles. 
The dinner in honor of President 


ay, Phillips was held the first evening, 
and was featured by an elaborate enter- 
tainment program. This is always the 
gala event of the Minnesota Mvtual’s 
gatherings. 


The second business session was pre- 


sided over by C. L. Hoon, Denver, 
convention vice-president. “Selling the 
Family Policy” was explained by sev- 
eral speakers. The highlight at this 
final gathering was the talk by Presi- 
dent ‘Phillips. The convention party 
goes on to Monterey, Mex., for two 


7 H s, and the high qualifiers to Mexico 
ny. 





Roy L. Davis, assistant Illinois insur- 
ance director, was present Wednesday 
tvening at the banquet celebrating Rock- 
ford Insurance Day. From there he 
went to Freeport to address the life 
underwriters association and the attend- 


pace was augmented by a number of 
Ocal agents, 





Linton Hopeful As 
to the Investments 


Tells About the Situation 
with the Provident 
Mutual Life 


NEW YORK—President M. A. Lin- 
ton assured Provident Mutual Life 
general agents at their meeting here 
that real estate owned by the company 
has offered no untoward problem dur- 
ing the nine years since the beginning 
of the depression. In 1938 the operation 
of real estate owned showed a net re- 
turn of over 2 percent. The policy has 
been not to force the sale of real estate 
in an unfavorable market but to hold 
for orderly, favorable liquidation. 

Despite the railroad difficulties con- 
servative securities of important rail- 
ways are still satisfactorily productive. 
Interest received on railroad securities 
during 1938 amounted to 91.1 percent of 
all railroad interest due. 

Mr. Linton said the difficulty of in- 
vesting corporate funds will be mate- 
rially reduced when conditions give pri- 
vate business an opportunity to employ 
millions in expanded activity so that the 
country will not have to depend upon 
the spending of borrowed money to 
maintain an appearance of prosperity. 
Current indications seem to indicate a 
favorable change of heart in this re- 
spect, Mr. Linton said. 





The seven general agents of Con- 
necticut Mutual Life in Washington, 
Oregon and California will have a meet- 
ing in San Francisco March 20-24 with 
head office executives including V. B. 
— second vice-president; George F. 

_ Smith and R. W. Simpkin, assistant 
ps dlr of agencies, and H. M. 
Holderness, superintendent of agencies 
for the Pacific Coast. 





Eastern Chairman 











SENECA GAMBLE 


Seneca Gamble of Massachusetts Mu- 
tual Life will serve as chairman of the 
eastern round table of the Life Advertis- 








ers Association in New York, March 
16-17. 
Smith Passes First Hurdle 


for Texas Nomination 


AUSTIN, TEX.—The nominations 
committee of the senate has favorably 
recommended Truett Smith of Tahoka 
for confirmation as Texas life insurance 
commissioner and chairman of the board 
of insurance commissioners. 

The big hurdle is the senate which 
went into executive session late Thurs- 
day to act upon Smith’s nomination. 








to life underwriters. 
“Time Marches On.” 


effort. “Time Tears On” 
months fly by. 


for one reason or another. 
“Time Tears On,” 





+ 


Independence Square 


“TIME TEARS ON” 


A slogan adopted by New York’s World Fair, and printed 
on all their calendars and inter-departmental memorandum 
sheets, to step up construction activity, is strikingly applicable 
It is, “Time Tears On.” 


Life insurance records are made by the year. 
for Company conventions commonly are made by the year. 
Many Agency contests are a year in duration. 
accomplishments are measured by the year. Always there is a 
goal of figures to be attained, which permits of no slacking of 
at on ever-increasing pace as the 
And long experience has demonstrated that to 
each week or month should be allotted a given production at 
the outset, and that it must be maintained or else failure is 
liable to result. Good practice always has been to overdo our 
quotas in the early months, that we may be safe against the 
times that do come when we find business difficult to obtain, 


and used intelligently and effectively, 
carries us to a happy ending on the year’s last day. 


THE PENN MUTUAL LIFE INSURANCE CO. 
Wa. H. Kincstey, Chairman of the Board 


Rather than 
Qualifyings 


Individual 
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JoHN A. STEVENSON, President 
PHILADELPHIA 




















Cranial ‘Radio 
Slurs May Hit Snag 


Pennsylvania Decision 
Would Make Stations Lia- 
ble for Slander Statements 


NEW YORK—Agents who have 
been irked by radio attacks of insurance 
counsellors are viewing with interest the 
recent Pennsylvania appeals court ruling 
upholding a $15,000 award against the 
National Broadcasting Company for a 
slanderous remark ad- libbed by Al Jo!- 
son in a radio interview. Jolson was al- 
leged to have said of the Summit hotel 
of Uniontown, Pa., “That’s a rotten ho- 
tel.” The hotel claimed a loss of thou- 
sands of dollars of business as a result 
of the remark. The hotel asked fer 
$100,000 damages. A jury awarded $135,- 
000 last October. 

The significant angle of the ruling is 
that the injured party went after the 
broadcasting company and not Jolson. 
The case is said to be the first of its kind 
and if generally followed would put ra- 
dio companies on the same basis as 
newspaper publishers. Said the court: 
Analogous to a Newspaper 

“This opinion makes the radio com- 
pany’s position analogous to that of a 
publisher of a newspaper. In_ other 
words, the company is responsible for 
what is broadcast.” The courts held that 
the broadcasting company is equally re- 
sponsible for commercial as well as sus- 
taining programs. 

The decision, if generally followed, 
might well open the way to an effective 
method of balking the freely flung in- 
sults of the broadcasting counsellors. li 
the radio station has no responsibility for 
the utterance of those to whom it sells 
time on the air it is extremely difficult to 
get at these defamers of the life insur- 
ance business. Resultant publicity would 
doubtless be an aid rather than a hin- 
drance to the counsellor’s business. Fur- 
thermore, attacks on the insurance busi- 
ness are their stock in trade and they 
would be very unwilling to give up their 
tactics even though faced with costly 
suits. 

Will Use Blue Pencil 


The broadcasting companies, on 
other hand, have no interest one way or 
the other except to sell their time. It it 
became apparent that the stations them- 
selves rather than the buyers of the time 
were going to be held responsible for 
slanderous statements, it is reasonable to 
suppose that they would use the blue 
pencil freely in editing scripts. 

Ever since the inception of radio 
broadcasting there has been uncertainty 
as to the responsibility of the broadcast- 
ing company. Lack of court decisions 
has undoubtedly led many stations to be 
more lax about supervising what is 
broadcast from their stations than they 
would be if they knew they were going 
to be held strictly accountable. 


the 





General Agents Meeting 
ae RINGFIELD, ILL.—Fifty general 


gents and supervisors held a conference 
at the Franklin Life’s home office. Or- 
ganization of sales and service plans for 
1939 were considered with particular at- 


tention being given to selecting and 
training agents. 

Speakers included: Henry M. Mer- 
riam, president; Henry Abels, vice-presi- 


dent: y, Wa 9 3 
James Abels, 


Merriam, vice-president. 
agency director, presided. 





Hours Bills Being Introduced 


Insurance companies and offices are 
watching bills being introduced in a 
number of legislatures, prescribing hours 
of work for all concerned. These meas- 
ures are based very largely on the fed- 
eral act. It would not be surprising to 
see a number of these bills enacted into 
law. 
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Girard Life Muster 
in Washington 


High Tribute Was Paid by 
Agents to Vice President 
Adsit 


By DOROTHY B. PAUL 


A high tribute was paid to Vice-presi- 
dent G. A. Adsit at the annual conven- 
tion of the Girard Life held in Wash- 
ington, D. C. Records showing a pro- 
duction of paid-for business for Jan- 
uary which equalled the total written 
during the first three months of last 
year was presented to him, He was 
also presented with a basket contain- 
ing an additional $61,000 worth of ap- 
plications with checks attached which 
the agents had brought with them to 
the opening meeting. 

H. Horne, associate actuary, 
stated that the importance of a com- 
pany in the minds of its policyholders 
rises or falls according to the service 
rendered. He emphasized the necessity 
of fair play and fair thought on both 
sides when demands of the agents can- 
not be granted. 


Recruiting New Man Power 


E. C. Anstaett of Columbus, O., said, 
“An analysis of the life insurance busi- 
ness and the general agency experience 
show that 75 percent of the business 
written in your agency six years from 
today will be written by men who are 
not yet in the business or a member 
of your agency. We have not yet learned 
the proper method of selecting and train- 
ing new men. 

“Select 12 to 15 of the leading busi- 
ness and professional men in the terri- 
tory as prospective contacts and sources 
of leads for your recruits. Be as thor- 
oughly prepared to present and sell 
yourself, your business and the oppor- 
tunity to offer to the right man as if it 
were the biggest and most important 


life insurance prospect you had ever 
encountered.” 
Would Bring in the Wife 

“After thoroughly analyzing the 


qualifications and experience of your 
prospect with the contact who recom- 
mended him, arrange for an interview. 
Have a well organized presentation of 
tion of your proposition. Arrange to 
interview your prospective agent in his 
own home as well as your office and if 
he is married, include his wife in the 
interview. His wife must be sold on the 
insurance business—the opportunities it 
offers—her husband’s qualifications.” 


L. J. Doolin a Speaker 


“Sales Opportunities in 1939” was the 
subject presented by L. J. Doolin of the 
Life Insurance Sales Research Bureau. 
“There are approximately 30,000,000 
people in this country who are white, 
insurable, employed and who own no 
ordinary life insurance. The economic 





| GREAT-WEST LIFE’S LEADERS 

















LOUIS WHITE 


Louis White, Toronto No. 1 branch, is 
president of the Great-West Life’s honor 
production club, whose members are the 
outstanding producers of 1938. He is 
closely followed by J. N. Connacher, re- 











J. N. CONNACHER 


cently appointed manager at London, 
Ont., who is first vice-president. This is 
Mr. White’s 22nd successive year of 
membership and his third term as presi- 
dent. 








value of human life is less than half-in- 
sured,” he added. 

“In 1939 one out of every 13 people 
between the ages of 15 and 64, excluding 
married women and industrial and 
group, will buy life insurance. In each 
of your territories there are a great 
many people who, in 1939, will receive 
an increase in salary, plus many more 
who will be employed. All of these 
people because of their changed and im- 
proved circumstances will be prospects 
for life insurance and many of them will 
buy in 1939.” 

“Establish your strong suits,” Mr. 
Doolin said. Check over your last 50 
sales and determine which methods you 
used produced the best results. Women 
are developing needs for life insurance 
greater than commonly realized and the 
man who sets his mind to it can get at 
least $25,000 of extra business from this 
source in 1939, he stated. 

Julius Epstein of Newark called at- 
tention to the constant change in a per- 
son’s life and circumstances and the on- 
portunities thereby offered for making 
more life insurance sales. By keeping 
in touch with old policyholders an agent 
can increase his own production ma- 





terially. 

Mr. Adsit discussed the growing 
problem of cost. He asserted that a 
direct cutting of money expenditure or 
of commission rates would not improve 
the situation materially. The solution 
lies in other directions. The training of 
every agent should include a complete 
knowledge of the type and kind of busi- 
ness profitable and acceptable to the 





company on that basis as well as a 





knowledge of all the factors entering 
into the profit-making from that busi- 
ness. 

Increased policy average is desirable, 
he stated and the sale of income insur- 
ance and special minimum limit policies 
have a salutory effect on the average 
policy produced by the avent. The fi- 
nancial consistency of a prospect is an 
important element in the selection of a 
profitable client. A man with a steady 
income is more desirable than one who 
is constantly up or down financially. 


President Short’s Address 


President Albert Short reported that 
the assets increased $250,000 in 1938. 
Speaking of investments he expressed 
utmost confidence in the future of the 
railroads. He said that 18 percent of 
the invested assets of life companies are 
in federal government bonds. Mr. 
Short’s great sincerity toward his com- 
pany, its stockholders, policyholders and 
agents was apparent throughout his en- 
tire talk. 

Major Roger B. Hull, general coun- 
sel National Association of Life Under- 
writers, told how underwriters must in- 
terpret company trusteeship. 

The “President’s Cup” was awarded 
to Jay & Jay, general agents at Newark. 
Merit insignias were given to these 
agents: Julius Epstein, Newark; Gus- 
tavus Jay, Jr.. Newark; F. W. Carey, 
Philadelphia. 

A meeting for the general agents and 
supervisors was held. W. L. Crawford, 
actuary and assistant treasurer, Fernand 
Baruch, president, F. Baruch agency at 
Philadelphia; Albert B. Roop, director 





OFFICIAL PROMOTIONS MADE BY BUSINESS MEN'S 








GRANT TORRANCE 


Grant Torrance becomes treasurer of 
the Business Men’s Assurance. He is 





a son of Vice-President J. H. Torrance. 





I. H. WAGNER 


I. H. Wagner, assistant secretary for 12 
years, is made controller. D. B. Alport, 
chief underwriter, becomes assistant 


D. B. ALPORT 








H. C. POGUE 


secretary, H. C. Pogue is made manager 
group hospitalization service. He was 
with American Hospital & Life, Texas. 





Tennessee Measures 
Are Being Presented 


Administration Intends ty 
Strengthen Control Over 
Life Insurance Operations 


NASHVILLE, TENN. — With the 
necessary administration backing to ip. 
sure their passage, Commissioner Me. 
Cormack is ready to present to the 
legislature legal measures required tg 
institute a much-needed stricter regula. 
tion of a certain type of insurance com. 
panies. This group of bills, to be intro. 
duced immediately, increases the power 
of the insurance department over musi. 
room companies seeking to operate un. 
der various guises, particularly that oj 
assessment benefit associations. 


Administration Measures 


The measures now completed for in- 
troduction include: 

1. The commissioner would be given 
exclusive power to ask for a receiver or 
a rehabilitator to be appointed for com- 
panies which become delinquent oy 
otherwise impaired. All suits would have 
to be brought through the commissioner 
and he or his agent would be receiver 
or rehabilitator. All re-insurance con- 
tracts would have to be submitted to and 
approved by the commissioner. 

2. No fraternal could be organized in 
Tennessee unless it was able to show 
it had been a bona fide fraternal organi- 
zation for not less than five years. 


Agents and Privilege Tax 


3. An amendment to the state reve- 
nue bill would require all agents pay the 
privilege tax required of agents of non- 
fraternals, unless these agents are serv- 
ing without compensation. The privilege 
tax, based on the size of the county, 
ranges from $10 to $20. County mutual: 
would be excepted. 

The administration has introduced in 
the house a measure regulating the es- 
tablishment of employe benefit plans by 
insurance companies and providing that 
each plan be approved by the commi:- 
sioner of insurance. 








and Mr. Adsit led in discussions. Dr 
W. H. Carpenter, medical director, to! 
how the agents can assist the medicz. 
department by paying stricter attentio: 
to the requirements for examination 


and the necessity for filling out the a0- 
plication blank completely. 





Metropolitan Life Changes 
in Managerial Ranks 


Among the changes) and transfers : 
managers by the Metropolitan Life ar¢ 
J. G. Nichols, Lake Erie district in Bu 
falo to Saratoga, N. Y., succeeding Jo>: 
Schmoll, retired; H. A. Kelly, former) 
assistant manager at Plattsburg, N. ¥ 
appointed manager at Malone, N. }. 
N. J. Lareau, Plattsburg, to Syracus¢ 
Albert Thompson, Malone to Batav2 
Albert Rubarge, Syracuse to Monro: 
district in Rochester; J. F. Cunningha= 


Monroe district in Rochester to Genes<: 
district in same city; D. L. Dodge, Irc- 
quois district, Buffalo to Elmira, st¢- 
ceeding retiring Manager O’Conr¢: 
there; J. F. Martin, Syracuse to t* 
Southwick district in Philadelphia, 
Carl J. K. Hartfuer from the Gene: 
district in Rochester to the Sedgewi<* 
district in Syracuse; Francis O’Brie® 
formerly assistant manager in Roc 
to manager at Plattsburg; E. C. Zir 
formerly assistant manager in a Pent- 


ra 
c> 













sylvania district to manager at Cortlan¢ 
New York; and A. R. Maynard, educ2- 
tional supervisor to become manager ©: 
the Lake Erie district in Buffalo. 








Convention examination is being mac* 
of the Pacific Mutual Life, New Jerse) 
Missouri, Iowa, Wyoming, Oregon 3%< 
California participating. 
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THIRTY-SECOND ANNUAL STATEMENT 
JEFFERSON STANDARD LIFE INSURANCE CO. 


JULIAN PRICE, President 





“DECEMBER THIRTY-FIRST 





ASSETS 








Ce io wa ere sane iad oe oe eRe $ 1,333,550 
Bonds: 
United States Government ......cceccececeees 297,320. 
State, County and Municipal ......0cccceceeces 4,130,175. 
ed ee, re 8,544,929. 
Bonds carried on amortized basis. Listed securities at 
market values as of December 31, 1938. 
Pict Beets LAOS. oes ccc cerns cwencvers 40,030,658. 
On farm property $5,351,193, on City property 
$34,679,465. 
TE 6545s ed eee eens 4,445,836. 
This includes our seventeen-story Home Office Building. 
ee ee), a ee 13,565,495. 
Fully secured by the cash values of policies. 
Premium Loans and Lacie: «oo cck cc cescccevess 4,265,065. 
Fully secured by the cash values of policies. 
Investment Income in Course of Collection......... 839,746. 
Premiums in Course of Collection................ 2,331,640. 
ee eh hs ae Moa 174,558. 
8 er ere re $80,008,972. 


GREENSBORO, NORTH CAROLINA 





NINETEEN THIRTY-EIGHT 





LIABILITIES 


POLICY RESERVES ........--ccecceeececees $67,517,733. 
This amount represents the reserve required by law to 
assure prompt payment of policy obligations. 








Reserve for Policy Claims........-.2-+eeeeeeees 416,223. 
Claims in course of settlement on which proofs have not 
been received. 
ee SC ree ee ee ee 317,265. 
Premiums and Interest Paid in Advance.........-. 736,528. 
Policy Proceeds Left with Company...........--: 4,345,578. 
Dividends for Policyholders..............eeeee: 763,095. 
Reserve for All Other Liabilities................. 312,550 
Medical and inspection fees, and bills not yet presented. 
EN eT ee eT eer ere $74,408,972 
Contingency Reserve .........+.... $1,100,000. 
A fund to take care of contingencies, de- 
preciation on real estate and investment 
fluctuations. 
ee ee eee eee Te eT 2,000,000. 
Suspiue Unassigned ....... 0.666025 2,500,000. 
Total Surplus Funds for additional protection of 
pe ear reer er 5,600,000. 
MN iar s Cane nisateaakenaas $80,008,972. 





* 


* 





Outstanding Facts in 32nd Annual Report of President Price 


In 1935, 1936 and 1937, the Jefferson Standard led all major life insurance 
companies in the United States with its record of net interest earned on 
Invested assets. The record for 1938 was 5.1%. 

* * * 
In 1938, as in every year since organization in 1907, we paid 5% interest on 
funds held in trust for policyholders and beneficiaries—a record unequalled 
by any other life insurance company in the United States. 

* * * 


Assets increased $6,714,378 last year, the total amount now standing at 
$80,008,972, 


Life Insurance sales in 1938 amounted to over $46,000,000. 

* * * 
One hundred and sixty thousand policyholders own Jefferson Standard Life 
Insurance amounting to more than $385,000,000., a new high mark for the 
Company. 

* oa a 
The surplus fund for additional protection of policyholders was increased to 
$5,600,000. 

* * *& 
Every thirty days in last year we returned an average of a half million dollars 
in policy benefits to our policyholders and beneficiaries. 


$105,000,000 paid in policy benefits since organization in 1907 


JEFFERSON 


STANDARD 


LIFE INSURANCE COMPANY 


JULIAN PRICE, PRESIDENT 


GREENSBORO, N. 


C. 
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PRINCIPAL RESULTS 


read $ 41,354,782 
60,866,359 
336,215,698 
11,677,010 

| ,013,089,959 
100,205,179 


1937 


$ 40,239,763 
58,618,880 
312,233,793 
11,100,968 
979,141,068 
95,659,018 


Premium Income 
Total Income 
Assets 


Surplus 


Insurance in Force. 
New insurance 


(As of December 31, 1938) 


ASSETS 
Cash in Banks 





1938 


(At he Ot ne URE intel, te Delon eae $ 7,438,340.92 





























Surplus 


United States Government Obligations (Book Value)... 31,311,916.00 
Other Bonds (Book Value*).......................... 109, 178,745.00 
i es ile ee eee: 1 1,904,184.00 
SINS 550 Scour area nurwaameies eed 109,418,632.78 
PINE 0650.0. ores vee ewes heeaedads boeken 38,962,596.35 
Home Office sini: PEEL CL ee ERE eee T Ss 2,000,000.00 
ee ee 15,461,979.18 
Interest Due $383,883.11 and Accrued $3,534,044.59.... | 3,917,927.70 
Premium Instalments not yet due and Premiums in course 

of collection (net}—covered by Policy Reserves 6,616,537.02 
Miscellaneous Assets—Net ......................... 4,838.68 

ge $336,215,697.63 

*Adjusted to market value in case of bonds not subject to amortization. 
(As of December 31, 1938) 
LIABILITIES 

Policy and Contract Reserves....................... $275,712,883.00 
Policyholders' Funds: 

Proceeds left with the Company under 

Optional Settlements .............. $24,448, 586.13 

Accumulated Dividends ........... 11,301,010.69 

Other Dividends Due Policyholders... 274,505.53 

Advance Premium Fund............ 4,229,026.02 40,253,128.37 
Reserve for 1939 Dividends......................... 5,400,000.00 
Reserve for Taxes Payable in 1939.................... 1,172,000.00 
Miscellaneous Liabilities ........................... 1,077,263.52 
Reserve for Overdue Interest........................ 113,412.56 
Market Fluctuation and Investment Contingency Reserve 810,000.00 


11,677,010.18 

















TOTAL LIABILITIES 


CONNECTICUT 


LIFE 


$336,215,697.63 





INSURANCE COMPANY: HARTFORD 








Jury Acquits in 
Pacific Mutual Case 


Eleven Defendants Win 
Not Guilty Verdict 
After Lengthy Trial 


The jury, which for the past 17 weeks 
has sat in the federal court at Phoenix, 
Ariz., and heard the charges of con- 
spiracy and mail fraud against 11 former 
officials of the old Pacific Mutual Life 





GEORGE I. COCHRAN 


returned a verdict of not guilty after 
eight hours of deliberation. 

Those acquitted are: 

George I. Cochran, former president; 
D. E. C. Moore, W. H. Davis, De Lancy 
Lewis, W. C. Green, vice-presidents; S. 
F, McClung, secretary; Howard S. Dud- 
ley, treasurer; Alfred G. Hahn, actuary; 
Ben A. Hilliard, chief accountant; J. 
Beach Rhoades, accountant, and Ben R. 
Meyer, director. 

The original indictment named 15, but 
Executive Vice-president Lee A. Phil- 
lips died and Director Samuel K. 
Rindge successfully resisted extradition 
to Arizona. Three weeks ago Judge 
Ling directed verdicts of acquittal be 
returned in the case of Allen D, Grant 
and Roy S. Hoagland. 


Cochran Thanks Jurors 


The handing in of the verdict was 
quietly received, although the defend- 
ants and their counsel expressed their 
pleasure. Mr. Cochran shook each 
juror by the hand. 

Judge Ling, in his charge to the jury, 
which took up 52 pages and required 
one hour and 15 minutes to read, said: 

“The first question for you to deter- 
mine is, was there a scheme to defraud. 
If the evidence in this case fails to satis- 
fy your minds beyond a_ reasonable 
doubt that there was devised a scheme to 
defraud, then it will be unnecessary for 
you to further consider the evidence, for 
the reason that without a scheme to 
defraud there can be no conviction under 
the indictment as the existence of a 
scheme to defraud is one of the essen- 
tial elements of a charge under the mail 
fraud statute.” 

He also said: “Good Faith is a com- 
plete defense to a prosecution for the 
use of mails to defraud.” 

Two of the men acquitted are asso- 
ciated with the new company in the 
same capacity they held in the old, 
Treasurer Howard S. Dudley and Ac- 
tuary Alfred G. Hahn. 





John G. Land, Jr., general agent Lin- 
coln National Life, Oklahoma City, was 
married to Miss Elizabeth Mahoney. 
Mr. Land’s father for many years was 
Oklahoma manager of the Prudential in 





Muskogee. 


Supplies Agents with 
Anti-Termite Ammunition 


“Turning the Spotlight on the Fal- 
lacies of Renewable Term Insurance,” 
a six-page, two-color folder refuting the 
major arguments of unethical term in- 
surance advocates, has been published 
by the National Association of Life 
Underwriters. It is addressed to the 
insurance buyer. 

“Are you wondering whether you 
should make over your insurance pro- 
gram—by purchasing a cheap form of 
protection called renewable term insur- 
ance and putting the ‘saving’ in an in- 
vestment program of your own?” the 
folder asks. It then proceeds to discuss 
the actual purpose and use of term in- 
surance, the mortality factor among 
term policyholders, investment values of 
ordinary life and ‘invest the difference’ 
theories, and several other major term 
insurance fallacies. It quotes United 
States government utterances on term, 
and outlines four reasons ‘why level 
premium life insurance is a good invest- 
ment.” 

Warning is given against use of the 
leaflet to refute arguments that do not 
exist, or to inject the subject into an 
interview if it has not been raised by 
the client. 
be used only as a direct answer to a 
direct challenge. 


The Columbus, O., agency of the 
Mutual Life of New York gave a 
luncheon in honor of G. A. Patton, 
former manager Columbus branch, now 
vice-president and manager of agencies. 
R. W. Weathers, manager Columbus 
agency, was in charge. 


NEWS OF WEEK 


_ Absence of fireworks is noticeable dur- 
ing the first three days of SEC insurance 
hearings in Washington. Pagel 
* *K 
D. B. Maduro, counsel New York City 
Life Underwriters Association, gave a 
talk before the general agents at Cin- 
cinnati on life insurance as a protection 
of human and property values. PRagel 
* Ok 
Joint meeting of examination and ex- 
ecutive committees National Association 
of Insurance Commissioners repealed the 
amended zone system of examinations 
adopted at the annual convention and re- 
verts to the former policy. Page 1 
* oe oe 
President M. A. Linton of the Provi- 
dent Mutual Life tells about its invest- 
ments. Page 3 











* O* Ox 


Lincoln National Life announces 4 
number of promotions in its executive 
staff. Page 138 

* Kk OK 

Court ruling opens possible way of 

balking counsellors’ slurs on life insur- 


ance. Page 3 
ck ae 

Fear latest draft of New York code 

proposed is still too drastic. Page 9d 
< ok of 


President Gooderham of the Manufac- 
turers Life of Toronto sounds a note of 
warning on government buying. 

Page2 
*x* * X* 

S. F. Clabaugh, former president Pro- 
tective Life of Birmingham, has become 
executive vice-president of the Souther 
Industrial Conference at Nashville. 

Page 14 
* *k 


Commissioner McCormack of Tennés- 
see announces the administration legis- 
lative bills that will be pushed in that 
state. Page4 

* * * 


Girard Life held its annual agency 
convention in Washington, D. C. 
Page4 
x eS 
Caravan of national stars takes part 
in traveling sales congress in Texas. 
Page 31 
* Kk 


Eleven former officials of Pacific Mu- 
tual Life are acquitted of federal charges 
of mail fraud and conspiracy. Page 6 

x e 


Albert J. Wohlgemuth, vice-president 
and treasurer of the Rough Notes Com- 
pany at Indianapolis, becomes president 
and treasurer. Page 15 

* * * ; 

Two new sales aids, big production 
increase in 1938, announced at Minne- 
sota Mutual's agency convention in San 





Antonio. Page 3 





The folder was designed to . 
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Ballin, We, foveal 24 7652 


RECENTLY DISCOVERED in the archives of New York Life was a letter from 

of Baltimore, dated November 24, 1852. Even in those early days it was 
not unusual for the wife to take the initiative in matters concerning the husband’s life 
insurance. Writing that she wished she could afford to ‘‘increase the amount of insur- 
ance to the utmost limit,”’ she added, ‘“‘it costs much self-denial . . . but what is self- 
denial to the Mother of two noble boys whom even this sum may aid to educate?” 


pa la isis 


JULY 15, 185 3, less than eight months later, is the date of the receipt for $1,139.89 TODAY THOUSANDS of “educational policies” are protecting the future careers 
“in full for policy No. 7784,”’ which was paid to Mary B.... as a death claim. So far of American boys and girls. Such protection, as offered by New York Lifeand its agents, 
as we know, this is the first record of life insurance protection for the specific purpose contributes to the welfare of the family and tothesocial and economic betterment of the 
of Providing funds for the education of children. nation. For information on “educational policies,” write for booklet. No obligation. 


SAFETY IS ALWAYS THE FIRST CONSIDERATION... NOTHING ELSE IS SO IMPORTANT 


NEW YORK LIFE INSURANCE COMPANY 


A Mutual Company founded on April 12, LE45 


THOMAS A. BUCKNER, Chairman of the Board 51 MADISON AVENUE. NEW YORK, N.Y, , ALFRED L. AIKEN, President 
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No Major Insurance 
Battles So Far in 
Legislative Season 


The legislative season in most states 
is now more than a month old and it 
may be said that no insurance battle of 
major proportions has developed on any 
front. As a matter of fact, in its early 
stages the legislative season has been 
unusually free of incident so far as the 
insurance business is concerned. Of 
course, dozens of bills of one kind and 
another have been introduced, but most 
of them are of familiar type and most 
of them, according to present indica- 
tions, will not get out of committee. 

Several explanations are offered by 
those that are familiar with the be- 
havior of legislatures. In general it may 
be said that the legislators are absorbed 
in a number of tasks. The question of 
revenue is paramount in most states. 
That is an immediate, practical issue and 
tends to keep the legislators from look- 
ing for other issues or becoming inter- 
ested in other issues of remote import- 
ance. Coupled with the problem of 
revenue is that of unemployment and 
relief. 

Then, in those states where there is 








a change of administration, with one 
party replacing another, there is a great 
deal of interest in reorganizing the per- 
sonnel of the state government and that 
tends to prevent legislators from manu- 
facturing legislation in the insurance and 
other fields. 

Still another explanation of the peace- 
ful aspect of legislatures so far as in- 
surance is concerned is the fact that 
there has been a heavy turnover in the 
makeup of the legislative bodies. <A 
great many new members are seated. 
These new legislators have been busy 
familiarizing themselves with their new 
surroundings. 

Then, too, the elections of last No- 
vember will probably have the effect of 
slowing down the tendency towards im- 
pulsive law making. 





Mrs. Oliver Colorado Life Leader 


The leading agent of Colorado Life 
last year was a woman, who did not sign 
her contract until May 3, 1938. Her pro- 
duction for the year was about $400,000. 
She is Mrs. Lillian Oliver of Atlanta, 
general agent in east Texas. She has 
been a member of the app-a-week club 
since her first day with Colorado Life. 
Despite the fact that she is devoting her- 
self earnestly to insurance production, 
she manages her own home, which is a 
large one, looks after her financial inter- 





ests in the community and takes part in 
community affairs. 





Plan San Francisco Program 


SAN FRANCISCO—A general com- 
mittee and various sub-committees are 
being organized in San Francisco to ar- 
range a special entertainment program 
for the coming convention of the Na- 
tional Association of Insurance Com- 
missioners. Commissioner Goodcell has 
a tentative program outlined, including 
trips to scenic points as well as special 
visits to the exposition in San Francisco 
bay. An all day automobile trip, either 
the day before or following business ses- 
sions is planned into the giant redwood 
region with luncheon at Del Monte. An- 
other trip will be over Mount Tamalpais 
into the Muir Woods, another sequoia 
preserve. There also will be special trips 
for ladies. 


F. S. Withington, 79, well-known ac- 
tuary died at his home in Seymour, 
Conn. Mr. Withington joined the Mu- 
tual Life of New York in 1878, resign- 
ing in 1904 to become actuary of the 
Iowa insurance department, later he 
served as actuary for the Western States 
Life of San Francisco and the Midland 
Life of Kansas City. He also had a 
large consulting practice in many states. 
He retired in 1936. 














One of a series — Giv- 
ing facts about the 
Fidelity. 





he 








NO CHANGES MADE 


Gaining in popularity—in fact the only policy form, 
according to a recent study by Filitcraft, that appears to 
be showing such a gain—is the “insurance-with-income” 
plan which Fidelity originated over thirty-six years ago 
and popularized as “Income for Life.” 


Fidelity has made no change in the premium rates, 
maturity cash values and maturity monthly incomes of 
$10.00 per thousand in its “Income for Life’ plan. Its agents 
thus have added leverage in closing cases developed 

through a lead system which in twenty-two years has pro- 
duced half a million inquiries from the “Income for Life” 
appeal. 


What men ultimately buy may be, and frequently is, 
quite different from the plan that first aroused their interest. 
But the “Income for Life” plan still stands first in preparing 
the way of asale. Fidelity agents, in capitalizing on this 
interest, have the added force of representing the com- 
pany which originated the plan and the added experience 
of years of focus upon the technique of its presentation. 


Fidelity begins its sixty-first year with agencies in 
thirty-seven states, with more than one hundred thousand 
policyholders and approximately 123 millions of assets. 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 





New General Agent Named 
by Connecticut Mutual 








PAUL C. KAUL 


The Connecticut Mutual has ap- 
pointed Paul ‘C. Kaul general agent in 
Omaha, succeeding H. C. Wallace, who 
will be associated with Mr. Kaul. Mr. 
Kaul, supervisor at Topeka, Kan., since 
1933, has been with the Connecticut Mu- 
tual since 1931. 








Lynn Irwin May 
Get Iowa Post 


DES MOINES — A former examiner 
in the Iowa department and former 
agent, Lynn Irwin, is the leading candi- 
date for the post of commissioner which 
Gov. Wilson will fill shortly. Mr. Irwin, 
a close friend of the governor and 
backed by many insurance men, appar- 
ently has the inside track. 

He is 53 years old and a native of 
Neola, Ia. He is a graduate of Highland 
Park College of Des Moines and entered 
the insurance business in 1911 in Wood- 
bine, Ia., as a local agent. 

He later was elected clerk of the 
court of Harrison county and in 1930 
became cashier of the state savings bank 
of Logan, Ia. In 1923 he was appointed 
as examiner in the Iowa department. He 
became associated with the old Royal 
Union Life in 1925 and later served as 
its assistant secretary and assistant 
treasurer. Since 1933 he has been em- 
ployed by the receiver and trustees of 
Royal Union. 


Date in Doubt 


A controversy arose over the exact 
date the governor shall appoint a new 
commissioner. Maurice Pew, the pres- 
ent commissioner, is serving the unex- 
pired portion of Ray Murphy’s term, 
which ends July 1, 1939. Pew’s appoint- 
ment was never confirmed by the leg- 
islature, and therefore, automatically his 
appointment ends 30 days after the leg- 
islature convened, which was Jan. 

However, Gov. Wilson has stated that 
he considers the period 30 legislative 
days which will make Feb. 11 the final 
date. Gov. Wilson has indicated he will 
not announce the appointment unt: 
Pew’s closing days. : 
It has been indicated that Wilson will 
make his appointment only for the short 


{ term which would be until July 1 of this 


year. 
Reports are still current that Charles 
Fischer, former campaign manager !0f 
Wilson and treasurer of Home Owners 
Mutual, was being persuaded to assume 
charge of the insurance, banking and se- 
curities departments if they are merged 
into one bureau as contemplated under 
a program being offered in the legisla- 

















ture. Mr. Fischer at present is vacation- 
ing in Arizona. 
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Fear N. Y. Code 
Still Too Drastic 


Proper Appraisal Will Take 
Another Week of 
Close Checking 


NEW YORK—Life company men in- 
terested in the new New York code pro- 
posal which has just been introduced in 
the legislature have plunged into the te- 
dious but important job of taking the 
latest draft and diligently comparing it 
with the last previous draft or the exist- 
ing law. Since the draft runs to about 
the length of “Gone with the Wind,” it 
will be at least another week before any 
accurate idea can be hazarded as to how 
far the bill’s drafters have gone in fixing 
up what the life people didn’t like about 
the previous version or what new objec- 
tionable features have found their way 
into the document which were not in the 
earlier one. 

The general objection of the life com- 
panies so far has been that the code 
would extend the already broad powers 
of the state over the internal affairs of 
the companies and in addition would 
freeze into law many regulations which 
are now departmental edicts and could 
be changed if circumstances necessitated. 
The proposed law, the companies feel, 
would go far toward shackling the super- 
intendent’s discretionary powers and 
make is necessary to run to the legisla- 
ture every time some minor change 
might be necessary. 


Committee Agreed to Changes 


Company men are keen to see how far 
the latest draft meets their general and 
specific objections. First, there are a 
number of points which the department's 
committee, headed by Prof. E. W. Pat- 
terson of Columbia university, agreed 
might just as well be changed to what 
the companies wanted. Whether these 
changes have been made in a way which 
will prove satisfactory must await the 
results of the comparison job, as until 
the draft was published no information 
was available on what changes had been 
made or what wording had been used in 
the changed version. 

As to other changes on which the com- 
mittee and the companies were dead- 
locked there is less hope that the new 
version will be found satisfactory to the 
company viewpoint. On these Professor 
Patterson and the company representa- 
tives were in fundamental disagreement 
cn principle, such as how far the state 
should go in forcing companies to pay 
dividends annually “as earned.” 


Hearings Are Set 


Chairman R. Foster Piper of the joint 
committee on insurance law revision said 
this week in setting hearings for March 
1-3 that the committee feels the bill is 
now “in very good form” though realiz- 
ing that “there are a few points that 
must be cleared up and we hope that this 
will be accomplished at these hearings.” 
The first session will begin at 2 p. m. 
March 1 in the assembly chamber of the 
capital. Hearings the following two 
days will convene at 10 o'clock and 2 
o'clock in the state office building. 





General Agent for Ohio National 


Albert Doctor has been appointed 
general agent in Detroit for the Ohio 
National Life. He began his insurance 
career with the Farm Bureau Mutual 
Automobile at Columbus, O. For the 
past three years he has been Girard Life 
State manager at Detroit. 





W. D. Haller Is Honored 


The agency force of the United Life 
& Accident of Concord, N. H., presented 
a giant policy with $550,000 applications 
to W. D. Haller, secretary and agency 
manager, in honor of his 38th birthday. 
oe W. Swain, supervisor for Pennsyl- 
vania and New Jersey, and L. D. Ben- 


son, supervisor for Massachusetts, Con- 
necticut, and Rhode Island, brought ap- 
plications to the home office for the 
presentation. 

During January there was a 50 percent 
increase in written business and 38 per- 
cent in paid business. 


_ J. A. Coffman, general agent Connec- 
ticut General Life, Cleveland, was hon- 
ored at a banquet at which F. H. Havi- 





land, vice-president, was principal speak- 
er. The Coffman office reported January 
the biggest month in volume since 1929. 





Estate Extension Plan 


The Connecticut Mutual has presented 
its new “estate extension” plan designed 
to enable agents to a thorough program- 
ming job with the least amount of time 
consuming detail. It was first explained 





to the general agents at their annual 
conference by Vice-president V. B. Cof- 
fin. It has been thoroughly tested in 
the field. The average size sale made 
with the plan averaged $6,931 and the 
closing percentage ran at the rate of one 
sale to every 1.7 selling interviews. 





The General American Life plans to 
erect a large electric sign on_the roof 
of its home office building in St. Louis. 








NEW ALL-TIME HIGHS 





TOTAL ADMITTED ASSETS. .$29,477,050.44 


ASSETS, SURPLUS and INSURANCE in FORCE 
REPORTED BY MIDLAND MUTUAL LIFE 


Thirty-Third Annual Statement — December 31, 1938 





ADMITTED ASSETS 





Cash in Office and Banks............... $ 594,263.80 
U. S. Government Bonds — Direct and 
Fully Guaranteed ................ 7,845,798.00 
Bonds of Municipalities and Governmental 
PIED Nivichicauendernestsdsees 3,367,255.02 
Land Trust Certificates................ 125,000.00 
Mortgage Loans ..... es ae pia ats 9,599,276.92 
Policy Loans and Notes, Secured by Policy 
Reserves ......... Pane Re ee eo 4,267,517.01 
Real Estate, including $511,840.51 Sold on 
I exits seinen denne sine 2,933,342.14 
Due and Accrued Interest and Rents.... 208,198.65 
Net Deferred and Unreported Premiums 540,683.98 
$29,481,335.52 
Less Credit Balances: Agents’ and Others 4,285.08 








SOURCE AND DISTRIBUTION 
OF COMPANY’S 1938 INCOME 
Source Percent 
WEGMAN Fo 2s Se cccetacucsnaes 715 
Funds left with Company........ 7.3 
Interest, rents and 
investment profits (net)....... 21.2 
100 
Distribution 
Dividends to policyowners...... 8.7 
Death and disability claims...... 10.6 
Sunvender UGlues ccc ccccecsccecs 13.3 
Endowments, annuities 
and other payments........... 10.5 
All other expenses* ....ccccccees 17.4 
60.5 
Balance added to 
policyowners’ funds .......... 39.5 
100 
*Includes taxes, medical examiners’ fees, 
agents’ commissions, printing, advertising, 
salaries and all other insurance expenses. 











COMPANY’S GROWTH 
SINCE ORGANIZATION 








End of Admitted Surplus to 
Year Assets _ Policyowners 
IVE oo 5 .c0: $ 171,283 $ 168,829 
131) © SAR 1,357,119 320,588 
7. ere 6,985,753 646,244 
IAN casio 19,843,957 1,464,038 
Widder oeace. 29,477,050 2,548,686 


PAYMENTS TO POLICYOW NERS 
AND BENEFICIARIES 


NM ETSE occ ccacercecceds $ 1,965,425.94 


Since Organization 33,666,610.54 





ee 
Death Claims Due and 


Maturity Option ..... 
Reserve for Taxes... 
Capital Stock ...... 


Surplus and Contingency 
Funds 











THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 


Columbus, Ohio 


LIABILITIES AND SURPLUS 


oe re 
Policyholders’ Funds Left with the Com- 
| Unpaid.......... 
Endowments Awaiting Election of 
Policy Claims Not Reported, or Proofs 
pe rrr ry re 
Set Aside for Policyholders’ Dividends. . 
All Other Liabilities................0. 
..$ 300,000.00 


. -2,248,685.80 


Policyholders’ Surplus ........ 


TOTAL LIABILITIES AND 
SURPLUS ...............+-$29,477,050.44 


Insurance in Force... $114,067,548.00 


er $23,430,899.00 


2,480,504.91 
None 

we afetaea 6,949.00 

102,677.77 

633,141.74 


90,000.00 
184,192.22 





2,548,685.80 
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Best Producers, Agencies 


Listed by Companies 


BOSTON MUTUAL LIFE 


PRODUCERS: (1) F. Allen, Salem, 
$79,520.00; (2) E. Goldberg, Providence, 
$68,540.00; (3) A. Bosman, Cambridge, 
$66,700.00; AGENCIES (Average per 
man): (1) Quincy, Quincy, $277,140.00; 
(2) Salem, Salem, $284,140.00; (3) Bos- 
ton, Boston, $398,750.00. 


BUSINESS MEN’S ASSURANCE 

PRODUCERS: (1) R. E. Sanders, San 
Diego; (2) W. L. Butler, Kansas City, 
Mo.; (3) Saul Ehrlich, Denver; (4) O. K. 
Johnson, Columbus; (5) Carrie Summers, 
Houston; (6) Noel liams, Rockville, Ind.; 
(7) L. B. Isaacson, Ogden, Utah; (8) 

J. Costigan, Kansas City, Mo.; (9) 
W. B. Huie, Flagstaff, Ariz.; (10) J. I. 
May, Betsy Layne, Ky. 


CONTINENTAL AMERICAN LIFE 


AGENCIES: Hancel, New York City, 
$3,250,000; Lauer, New York City, $2,- 
600,000; Wilmington, Wilmington, Del., 
$1,750,000; Kruh, New York City, $1,- 
esy ted Peninsula, Salisbury, Md., $1,- 
365,000. 


EQUITABLE SOCIETY 


PRODUCERS (All $1,000,000 or more): 
John Morrell, Chicago; Harry T. Wright, 
Chicago; J. H. Machette, New York; N. C. 
Strong, New York; R. W. Pum- 
pelly, New York; Louis Behr, Chicago; 
G F. Gardner, Pittsburgh; Harry 





Steiner, Chicago; S. D. Weissman, Bos- 
ton; W. G. Bott, Boston; Max Reibeisen, 
New York; N. D. Maxcy, Phoenix, Ariz., 
and Ron Stever, Los Angeles. AGENCIES: 
EK. A. Woods Company, Pittsburgh; A. M. 
Embry, Kansas City; M. H. Casey, north- 
ern California; Kellogg Van Winkle, Los 
Angeles; S. Lustgarten, Chicago; R. M. 
Ryan, Detroit; W. V. Woody, Chicago; 
H. L. Rogers, Indianapolis; E. L. Carson, 
Milwaukee, and A. Rosenstein, New York. 


FRANKLIN LIFE 


PRODUCERS: (1) E. H._ Redlich, 
Springfield, Ill.; (2) R. H. Collins, Mil- 
waukee; (3) S. S. Eckstone, Chicago; 
(4) C. A. Kloppenburg, Springfield, I11.; 
(5) Morris Silvermintz, St. Louis; (6) 
F. J. Budinger, Chicago; CZ) in 2. Mau- 
loff, Chicago; (8) Emil Green, St. Louis; 
(9) J. S. Buckner, Springfield, Mo.; (10) 
J. D. Haynes, Fort Wayne; AGENCIES: 
® Jack Wiseman, St. Louis, Mo.; 

A. Cowden, Springfield, Mo.; é 
W. Engel, Cc, Kellerhals, 
Champaign, . J. Budinger, Chi- 
cago, Ill. 


Milw wire. £4) 
niu, (8) FF. 


IMPERIAL LIFE 
PRODUCERS (N. C.): (1) E. B. Rob- 


erts, Asheville, $48,000; . T. O. Ward, 
Leaksville, $46,000; (3) R. A. Lassiter, 
Charlotte, $40,000; ) W. C.. Surratt, 


toe. ( 
Burlington, $37,000; (5) 7 P. Rothrock, 
Leaksville, $36,000; (6) T. G. Slate, Fay- 
etteville, $34,450; (7) J. OX White, Char- 


$140,500; (5) Leaksville, $139,500 
GULF LIFE 

PRODUCERS: 
$215,000; (2) B. 
$180, 000: (35 ma 

GENCIES: (1) 
$800,000; (2) L. 
000; (3) John R. Castine, 
$400,000. 


B. Lowry, 


KNIGHTS LIFE 
PRODUCERS (Pa. 
Taylor, Pittsburgh; 
Scranton; (3) Charles Sokol, 
(4) James Dugan, Pittsburgh; 
Gurz, Scranton; (6) Grant 
Johnstown; (7) Earl Lantzy, 
(8) Raymond Wehan, Erie; (9 
Huckestein, Pittsburgh; (10) 
Davis, Pittsburgh. 


LAMAR LIFE 


PRODUCERS: (1) R. O. Hardy, Colum- 
bus, Miss., $214,699; (2) W. C. Buckley, 
Jackson, Miss., $206,573; (3) C. L. Max- 
well, Taft, Tex., $192,000; (4) E. W. 
Inmon, Pontotoc, Miss., $179,150; (5) W. 
E. Watts, Brookhaven, Miss, $175,000; (6) 
R. P. Scott, Laurel, Miss., $156,516; (7) H. 
W. Gober, Jackson, Miss., $152,694; (8) 
E. W. Crowley, Monroe, La., $148,000; (9) 
J. E. Foster, Jackson, Miss., $136,500; (10) 
H. C. Allen, Meridian, Miss., $136,150. 
AGENCIES: (1) Buckley, Jackson, Miss., 
$776,342; (2) Webb, Dallas, Tex., $625,- 


only): (1) 





000; (3) Cent. Tenn., Lebanon, Tenn., 





and conscientious service 


beneficiaries. 





A legal reserve company with a fifty-five year rec- 
ord of constructive management, financial stability, 
to policyholders 


THE FRANKLIN LIFE INSURANCE COMPANY 
SPRINGFIELD, ILLINOIS 


ANNUAL STATEMENT JANUARY 1, 1939 


Assets Liabilities 
S.C wlenveceenene ee $ 829,147.04 Egel ReMe ..iesscccccnccss $35,439,161.00 
Bonds: Sinking Fund maintained according 
U. S. Govern- ERR Taal 
WE oc dace $2,289,558.56 Death Claims Due and Unpaid. NONE 
Fed. Farm Mtg... 953,300.00 Claims Reported but Proofs not 
Fed. H. L. Bank. 20,000.00 Complete 120,575.36 
Pod. Land Beak. 10600016 ~*~. pi seaaty aden paieatog 
State ........... 944,451.38 Reserves for Claims wanes 30,000.00 
Municipal ....... 1,117,918.68 ee eS ee 
Public Utility 5,183,545.00 December 31, 1938. 
IE 4 vs bccn 606,452.86 Other Reserves and Special 
Industrial ....... 726,329.89 12,028,445.47 PE Sxnkanusgenees 198,699.78 
Preferred Stocks .........0:0.+ 291,562.50 Premiums and Interest Received 
First Mortgage Loans: ee 224,167.36 
os re .$4,422,675.27 Reserve for Taxes Payable i in 
ere rr 3,811,353.85 8,234,029.12 ere ; 188,729.25 
i eee 7,109,106.52 Commissions, Medical and Other 
Real Estate (including Home Expenses Due and Accrued.. 16,799.23 
errr ose. 2)000,3038.13 
Collateral qvoans .......... : 54,200.00 Total Liabilities ............ $36,218,131.98 
Accrued Interest and Rents. . 571,939.17 Capital and Surplus......... . 1,285,364.34 
Premiums Due and Deferred. ... 1,095,763.37 gpeeeuiiaatiie: 
GES <Ki Adena OcEenneeee $37,503,496.32 BEE. KGeascnewsraneneeen $37,503,496.32 


Organized July 23, 1884 


and 


Paid Policyholders and Beneficiaries in 1938 $2,814,405.74 
Paid Policyholders and Beneficiaries since Organization $71,002,908.48 
Insurance in Force $175,108,383.00 





Franklin policies are worded and planned conserva- 
tively to provide the benefits for which the policy is 
issued. They contain every modern provision. 





(4) Rocky Mount, 


(1) S. E. Fink, Miami, 
B. Verplanck, Tampa, 
Mills, Tampa, $165,000; 
L. Tampa, 
B. Lowry, Tampa, $600,- 
Jacksonville, 


John 
(2) Wallace Kosky, 
Scranton; 
(5) John 
McClain, 
Altoona; 


) N. J. 
Edward 


lotte, $33,250; (8) J. H. Deaton, Bur- | $548,750; (4) Scott, Laurel, Miss., $473,- 
lington, $31,750; (9) R. C. Jarvis, Greens- 648; (5) Allen, Meridian, Miss., $373,400, 
boro, $31, 000; (10) M. K. Horner, New 

Bern, $31,000: AGENCIES: (1) Asheville, LINCOLN NATIONAL LIFE 

Ge etineion g1iseCOe Tin’ Races, wou: | , AGENCIES: (1) 0, D, Douglas, San 


Antonio, Tex.; 
(3) So. Calif., 
Scott, Minneapolis; 
Cleveland. 


MANHATTAN LIFE 


PRODUCERS: (1) L. Gartlir, New 
York City; (2) G. Weinrod, New York 
City; (3) G. Gibas, New York City; (4) 
E. De Szymanski, New York City; (5) B 
Horowitz, New York City; (6) i oe 
Ranni, New York ae 4 (7) C. Edwards, 
New York City; (8) A. E. Green, West- 
wood, N. J.; (9) F. A. Berthold, New York 
City; (10) + 1, Woodruff, San Francisco, 
Calif.; AGENCIES: (1) J. G. Ranni, New 
York City; (2) L. Gartlir, New York 
City; (3) C. Edwards, New York City; 
(4) J. A. Campbell, New York City; (5) 
Gibas & Robbins, New York City. 


MIDLAND LIFE 


eg rr yy (i). BD. « Colwell, Dal- 
las, $364,018; (2) C. Fort 
Worth, $266 564; (3) C 

City, Mo., 

G. Colwell, 2 
Worth, Fort Worth, $594, 581: 
Spencer, Kansas, $381, 297. 


NORTH AMERICAN LIFE 


ae (1) R. M. Feely, 

ark; (2) A. Bruckman, Peoria; 

A, a fea Milwaukee; (9 Louis 

Roth, Prophetstown, HE: (5) G. E. Wells, 
J.3 (6) G. W. gs han 


Bergenfield, N. 

Belleville, N. J.; (7) Bonnie Weaver. 
Canton, Ill.; (8) "M. E. Wright, Muncie, 
Ind: (9) A. F. Ruhl, Cincinnati; (10) 
. A. Dietz, Peoria; AGENCIES: (1) 
Illinois Boosters, Peoria; (2) MecNitt- 
Schaefer, Detroit; (3) Eastern Division, 
Newark; Ohio Society, Columbus; 
(5) California Office, Los Angeles. 


NORTHERN LIFE, CAN. 


PRODUCERS: (1) H. Weingarden, De- 
troit; (2) F. G. Reeves, Winnipeg: (3) 
Jess Abelson, Ottawa; (4) J. A. Saucier, 
Quebec; (5) F. C. Reynolds, Berwick, 
N. S.; (6) R. O. deCarufel, Montreal; (7) 
G. N. Lavoie, Quebec; (8) W. Morel, 
Riviere du Loup, Que.; ( 
stone, Timmins, Ont.; 

AGENCIES: 


Quebec; (2) London, Lon- 
don; (3) Central Ontario, Toronto; (4) 
Halifax, Halifax; (5) H. ©. Agencies, 
London. 


(2) No. Ind., Fort Wayne; 
Los Angeles; (4) W. w. 
(5) S. A. Bardwell, 


(3) E. J. 


New- 
(3) 


OHIO NATIONAL LIFE 


PRODUCERS: (1) Ray Hodges, Cin- 
cinnati; (2) H. R. Lindenberger, York, 
Pa.; (3) R. C. Roberts, Lansing, Mich.; 
(4) L. A. Wood, Mansfield, Mo.; (5) C. H. 
Kahn, Fort Worth, Tex.; (6) V. E. Rouse, 
Albert Lea, Minn.; (7) T. L. Barnes, Des 
Moines; (8) E. B. Seidel, Omaha; (9) Guy 
Chiesman, Spokane, Wash.; (10) G. S. 
Severance, Chicago. AGENCIES: (1) F. 





Acacia Mutual Ace for 1938 
Comes from Lone Star State 








W. B. VENNARD 


W. B. Vennard, manager of the Hous- 
ton branch of the Acacia Mutual Life, 
earned in 1938 the highest honor any 
field man can attain, the presidency of 
the William Montgomery Quality Club. 
In addition to managing a successful and 
progressive branch Mr. Vennard has al- 
ways found time to make an outstanding 














personal production record. 
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E. Kramer, Erie, Pa.; 


(2) Geo. Wade, 
Harrisburg, Pa.; (3) Lansing Agency, 
Lansing, Mich.; (5) Wyoming, Cheyenne. 


OREGON MUTUAL LIFE 


PRODUCERS: (1) Wm. J. Sheehy, 
portland, Ore., $336,900; (2) C. Les 
Adams, Portland, Ore., $217,768; (3) Will 


R. Lewis, Portland, Ore., 
5. ¢. Lewis, Portland, Ore., 
€. Ts 
yy Schuppel, Boise, $157, 991; 

Reed, Seattle, $144,948; (9) H. R. Pick- 
aie Salem, $144,585; (10) Lynn Roycroft, 
Klamath Falls, Ore., $141,589; AGEN- 
CIES: (1) Schoeffel, Portland, Ore., $2,- 
214344; (2) Walbridge, Eugene, Ore., 
$2,066,085; (3) Patterson, Seattle, $1, 208,- 
149; (4) *Schuppel, Boise, 1 ll (5) 
Phillips, Portland, Ore., $483,0 


PAN-AMERICAN LIFE 


PRODUCERS: (1) TT. N. Whitehurst, 
Beaumont; (2) J. C. Johnson, Pensacola; 
(3) L. W. Ginter, Chicago; (4) T._ M. 
Simmons, New Orleans; (5) E. D. Col- 
houn, Roanoke, Va.; (6) R. A. Patrick, 
Jr., ©. % VU... Lakeland, Fia.; ¢7). W. C. 
Hester, Jackson, Miss.; (8) R. H. Hester, 
Jackson, Miss.; (9) F. J. Selman, New 
Orleans; (10) P. L. McKenzie, Alexan- 
— La.; AGENCIES: (1) New Orleans; 


2) Pennsylvania Underwriters, Pitts- 
La (3) Hester & Hester, Jackson, 
Miss.; R. A. Patrick, Jr., Lakeland, 


Fla.; (5) J. C. Johnson, Pensacola, 
PILOT LIFE 


PRODUCERS: GQ) J. W. 
Charlotte, ‘ >. RH. OO; Browning, 
Burlington, N. C: (3) J. M. Howard, Gas- 
tonia, N. C.; (4) W. H. Baxleu, Sr., Ben- 
nettsville, Ss. (8 2. W. H. Dickieson, 
Winston- Salem, N. €.: (6) T. ee Simmons. 
Rocky Mount, N. C.; (7) C. R.. Wikh, 
Shelby, N. C.; (8) W. S. Jones, Gaffney, 
) W. G. Stuart, Raleigh, N. €; 
. Stuart, Winston-Salem, N. C.;: 
AGENCIES: (1) Charlotte, Charlotte. 
N. C.; (2) A. C. Stuart, Winston-Salem, 
N. C:: (3) C. R. Webb, Shelby, N. C.; (4) 
O'Henry, Greensboro, N. C.; (5) H. D 
Ww aldrop, Goldsboro, N. Cc. 


RESERVE LOAN LIFE 
PRODUCERS: (1) S. J. Claridge, Port- 


Underwood, 


land, Ore., $237,270; (2) R. J. Seiberlihl, 
Minneapolis, $331,000; (3) J. Camp, 
Poplar Bluff, Mo., $263,675; (4) J. * 


Evers, Fitzgerald, ‘Ga., $222,500; (5) R 
Camp, Poplar Bluff, Mo., $212, 748; ® 
M. E. O’Brien, Detroit, $202,583; (7) ’R. Ss. 
Marshall, Abilene, Tex., $192,802; (8) V. 
H. Robinson, Denton, Tex., $148,750; (9) 
Lester A. Miller, Houston, $142,898; 
W. C. Hunter, Dallas, $141,500; AGEN- 
CIES: (1) J. F. Ouzts, Greenwood, S. C., 
$3,727,500; (2) H. C. Cook, Waxahachie, 
Tex., $2, 273, 000; (83) M. E. O’Brien, De- 
troit, $816, 000; &2. J. W. Camp, Poplar 
Bluff, Mo., $699, 3; (5) W. E. Hall, Fort 
Worth, SéBE000. 


SEABOARD LIFE INS. 


PRODUCERS: (1) H. L. Russ, Hous- 
ton, $283,112; (2) Ralph Dorsett, Austin, 
237 ; (8) I. P. Russell, Nacogdoches, 
Tex., $214,909; (4) C. W. Jander, Hous- 
ton, $205,593; (5) D. P. McLendon, 
Odessa, Tex., $196,963; (6) H. E. Burgess, 


College Station, Tex., $184, a Y's — 
Smith, Abilene, $168, 783; (8) W 
nerlyn, College Station, Tex., Five 302; 


(9) Sia Loveless, College Station, Tex., 
$148,433; (10) George T. Reavis, Austin, 
$131,250; AGENCIES: (1) Home Office, 
Houston, $1,398,392; (2) Nacogdoches, 
Nacogdoches, Tex., $1,039,862; (3) Col- 
lege Station, College Station, Tex., $648,- 
114; (4) Austin, Austin, $586, 517: (5) 
Abilene, Abilene, Tex., $561, 


SOUTHLAND LIFE 


PRODUCERS: (1) ans T. Gwaltney, Ft. 
Worth, $1,211,775; (2) A. C. Bayless, 
Houston, $583, 028; (3) Bullington-Mason, 


Wichita Falls, $48 3,429; (4) Isadore 
Segall, Dallas, a (5) Chas. F 


Antonio, $303,965; (8) Neil H. Wright, 
Lubbock, $289,489; (9) Muriel F. Briggs, 
Dallas, $267,674; (10) B. Tanenbalm, Aus- 
tin, $251,250; AGENCIES: (1) Dallas, Dal- 
las, $5,339,939; Lubbock, Lubbock, $2,- 
948,315, (3) Houston, Houston, $2,785,- 
818; (4) Ft. Worth, Ft. Worth, $2,285,- 
859: (5) San Antonio, San Antonio. 
$2, 022,695. 


UNITED BENEFIT LIFE 
PRODUCERS: (1) S. I. ae" Phila- 


delphia, $320,600; (2) . J. Stumpf, 
Evansville, $290,000; (3) Jos. Rosenblith, 
Philadelphia, $280, 500; (4) #£.Richard 


Rolph, Linden, Mich., a%, 500; (5) J. 
Salsa, Visalia, Cal., "$232 000; (6) G. E. 
Scoville, Gr. Falls, Mont, $210,000; (7) 


awkins, N Pleasant, Mich., 
$208,000; (8) . High, Yreka, Cal., 
$206,500; (9) E. B. Coppinger, Reno, 
$193,250; (10) J. H. Statham, Moultrie, 


; ) J. 
Ga., $183,500; AGENCIES: (1) 


— Dallas, $5,237, ri (2) H. K. Cof- 
Portland, Ore., $4,647, 400; a: BE. B 
Brink, Detroit, $4,368,325; we 2 . Wal- 


ker, Philadelphia, $3,304,7 88; (5) Bs 2 
Sheehan, Newark, $3,063, 000. 


+ H. Wood finished his second decade 
“ot a member of the Omaha agency of 
the Bankers Life of Iowa. During the 
20 year period, from 1919 to 1939, he has 
paid fore $5, 989,50 0 of business, an aver- 
age of almost $300,000 a year, and has 
consistently been a member of Bankers 
Life’s top honor clubs. 





Lays Plans for New Home Office 








Plans are proceeding rapidly for the 
Continental American’s new home office 
building in Wilmington, Del. The sketch 
above was made by Massena & duPont, 
architects. The initial unit will be of 
five stories, to be added to horizontally. 
The building will stand at the corner 





tY ‘vases 1147 


of Rodney square on a site recently pur- 
chased, and will be flanked by the post 
office and court house. The property 
runs from King to French streets on 
1lth street. The first unit faces on King 


and 11th streets. Ground is expected 
to be broken in the spring. 





Haas Inaugurates System 
of Recruiting Agents 


A system calculated to minimize the 
element of chance in recruiting agents 
has been inaugurated by A. F. Haas, 
C.L.U., manager Pittsburgh agency Mu- 
tual Life of New York. 

Starting a few weeks ago, Mr. Haas 
and his assistants secured applicants 
through newspaper advertising and a 
form letter sent to centers of influence 
asking that young men between 21 and 
45 years of age with successful records 
and a good background be recommended 
for positions with the organization. The 
applicants were interviewed and 12 or 
15 of those interviewed were invited to 
take a two hour “seiection and person- 
ality inventory examination.” 


Career-basis Contracts 


From this group six or eight men 
who scored best will be selected to at- 
tend lectures. Two or three of this 
group will be finally offered jobs and 
given career-basis contracts. At the end 
of six months they will take retention 
examinations and at the end of the first 
year they will be urged to take an ad- 
vance course in life underwriting which 
will make them eligible for C.L.U. ex- 
aminations. 








WE OFFER: 


wn 


SON C OI A 


10. 





Low Monthly Premiums. 


A $220,000,000.00 Mutual Company, 58 years old 


with an understanding, cooperative Home Office. 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 


AHEAD OF 1937 


New paid business through November 1938 exceeded that 
for the whole of 1937. This accomplishment is reflected 
directly in the incomes of the Minnesota Mutual field force. 


A liberal agency contract. 

A plan for financing your agency. 

. Accounting methods to guide you. 

. Proven plans for finding—training agents. 
. A liberal financing plan for your agents. 

. A unique supervisory system. 

. Organized Selling Plan. 

. Unusually effective selling equipment. 


. Policies for every purpose: Regular — Family — 
Juvenile—Women—Group—Payroll Savings, etc. 
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DISCUSS TAXES AT MILWAUKEE 


MILWAUKEE—C. K. Clarke, dis- 
trict manager Prentice-Hall, discussed 
“Taxation Affecting Life Insurance,” at 
a meeting of the Milwaukee chapter of 
> L. U. Henry Fuller, Sr., North- 
western Mutual, chapter president pre- 
sided. 





LARGE INCREASE IN CHICAGO 


There has been a large increase in the 
number studying for the C. L. U. des- 
ignation in Chicago. It is reported 100 
have started study of Parts I and II in 
the courses given in Northwestern Uni- 
versity, or about double the number a 
year ago. Representatives of industrial 
companies are showing much more in- 
terest in C. L. U., and a considerable 
number are pursuing the required gen- 
eral studies this year. The American 





College of Life Underwriters has 
brought out new study guides and made 
them available for the use of all can- 
didates. 





HOLD DISCUSSION IN SAN FRANCISCO 


San Francisco chapter of C. L. U. 
held an interesting discussion meeting, 
with talks on “The American Agency 
System” by Thomas Dareneau, Pacific 
Mutual; “Agents’ Compensation,” W. 
H. Lennox, New England Mutual; “The 
Brokerage Problem,” R. W. Lynn, 
Equitable Society, and “Agency Man- 
agement,” T. A. Gallagher, Prudential. 
An open forum was held. L. M. White 
was chairman. Edward Golden, New 
York Life, representative of personal 
producers in the chapter, led the dis- 
cussions. General agents and managers 
in the chapter also gave their views. 





LOS ANGELES CHAPTER HAS CLINIC 


The Los Angeles C. L. U. at a meet- 
ing took up the second half of its dis- 








THEY VALUE EDUCATION 


These students appreciate the opportunity 


they have and are making the most of it. 


Many like them, however, will be forced to 


quit before graduation 


their family provider will leave them without 


tuition fees. 


Show fathers how they can assure their sons’ 
educaiion by providing for such expenses with 


endowment life insurance. 


KEEP YOUTH IN SCHOOL 





“prudential 


Home Office, NEWARK, N. J. 


Insurance 


because the death of 


cussion on life insurance written to 
finance a “Buy and Sell” partnership 
agreement for a small firm. The case 
was presented by D. M. Brigham and 
L. L. Archibald, then members pro- 
ceeded to criticise the case. The presen- 
tation was under four heads: (1) Who 
should apply for the insurance? (2) 
what may be done regarding control 
of the policies? (3) who should pay the 
premiums? and (4) what methods should 
be used to adjust premiums or cash 
values? The answer to the first ques- 
tion was that each should apply; the 
second and third should be cared for 
bv an agreement and the last through 
assignment. The consensus was that 
agents should endeavor to meet wishes 
of the partners insofar as possible. Pre- 
vious to the discussion, a report was 
made on educational activities, showing 
all classes well attended. 





LEGISLATION UP AT BALTIMORE 

The Baltimore C. L. U’s held a dinner 
meeting at which Edwin M. McKewen, 
trust officer of Safe Deposit & Trust 
Company, discussed proposed legislation. 





MASSACHUSETTS MUTUAL’S OFFER 


President Perry of the Massachusetts 
Mutual in his message to his company’s 
general agents’ association made an offer 
to increase interest in the C. L. U. On 
successfully completing each examina- 
tion its agents will have refunded to 
them the $10 examination fee by the 
company. It has 81 field men now as 
members. Of the full time C. L. U. 
agents, 80 percent were among the 70 
leaders last year. 





COSTELLO DALLAS INSTRUCTOR 


J. P. Costello, a leading Dallas agent, 
will be salesmanship instructor at the 
Chartered Life Underwriters School in 
Southern Methodist University, Dallas, 
to be held weekly until the June C. L. U. 
examinations start. 


AGENCY NEWS 


Paret Agents Elect Officers 


CAMDEN—At the annual meeting of 
the L. F. Paret agency here, E. A. Sawin 
was elected president of the agency as- 
sociation. Other officers elected were: 
A. M. McNeill, vice-president; Alice E. 
Roche, secretary; G. R. Sweeney, treas- 
urer. J. C. Elliott, general agent Penn 
Mutual Life, talked on “The Lubrication 
Job of Our Business.” 














Fett Progressing at Newark 


NEWARK—H. J. Fett, manager Mu- 
tual Life of New York here, who has 
completed a little more than 30 years’ 
service with the company, is taking 
active hold of matters in his new quar- 
ters and making rapid strides with the 
agency force. He formerly was located 
in Rochester, N. Y., where he made an 
excellent record. 





Simpson in Office Move 


P, W. Simpson, general agent of the 
Aetna Life in Indianapolis, who has jur- 
isdiction over 65 counties in central and 
southern Indiana, has moved his office 
to the Merchants Bank building, Indian- 
apolis. Mr. Simpson opened his agency 
in 1915. Last year there was a 46 per- 
cent increase in new premiums, with a 
large volume increase. The office placed 
sixth countrywide in the Aetna Life in 
group production. The Aetna Life’s farm 
department, which handles farm mort- 
gages and property acquired, now is in 
the same building. 





Hays Addresses Bray Agency 


W. E. Hays, director of agencies at 
the head office of New England Mutual, 

















program of that company, to 19 mem- 


a two-day meeting in Houston. 


explained the new coordinated estates 


bers of the Francis G. Bray agency at 
Mr. 


W. Va. Leader a 











LEWIS MILAM 


Lewis Milam of Charleston, W. Va., 
was the Equitable Society’s leading pro- 
ducer for his state for 1938 and was sec- 
ond in the entire southern department. 
Including a couple of cases settled dur- 
ing the first week of 1939, plus his $808,- 
722 paid business for the calendar year 
1938, he had more than $1,000,000, all 
of it paid for virtually within a 12 month 
period. He also writes a large number 
of group cases. 








Bray’s agency paid for nearly $600,000 
in January. 





Hal Johnson Agency Moves 


The Columbian National Life agency 
at Wichita, headed by Hal Johnson, has 
moved from 621 to 1005-10 in the Bea- 
con building in much more attractive and 
spacious offices. Mr. Johnson has been 
with the company since 1911. 


NEWS BRIEFS 


The Guarantee Mutual Life, in one of 
its ground floor windows in its home of- 
fice building at Omaha, has a very beau- 
tiful display worked out by the Omaha 
Art Studios. It measures 30 inches in 
height and is trimmed with chromium 
bands. It features some of the uses of 
life insurance and will be changed every 
60 days. The present one shows how 
life insurance provides an education for 
children and how the mother is assured 
an extra income to see them throug. 
school. 


Arnold Hobbs, counsel Northwestern 
National Life, spoke before the Henne- 
pin County Bar Association at Minne- 
apolis on Federal Estate Tax & Pro- 
ceeds of Life Insurance. “The relation- 
ship between taxation and the proceeds 
of life insurance is still far from settled,” 
he said. “A number of features of the 
present situation are not satisfactory, and 
we can logically expect still further de- 
velopments.” 


_ The Canada Life’s 1939 western divi- 
sion production clubs convention will be 
held at Del Monte, Cal., on April 6. 


A. B. Slattengren, vice-president Mu- 
tual Trust Life, is on the Pacific Coast 
holding meetings in agencies located in 
Washington and California. 

A 10 weeks’ educational course for 
agency cashiers and secretaries, spon- 
sored by the Cineinnati Associated Life 
General Agents & Managers, is being 
given Tuesday noons. L. D. Fowler, 
Connecticut Mutual, educational com- 
mittee chairman, is is charge of arange- 
ments. 

The Canada Life announes the appoint- 
ment of J. Emile Moreau of Roberval as 
district manager in the east Quebec 
branch. He joined the Canada Life in 
August, 1937. He will work under the 
east Quebec manager, M. A. de Goumois, 








of Quebec. 
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Facility Clause Doesn't 
Give Right to Sue 


In the case of Voris vs. Rutledge, 17 
N. E. (2nd) 622, the appellate court of 
Illinois held that the “facility of pay- 
ment” clause commonly found in indus- 
trial life policies is for the protection of 
the insurance company and does not give 
a person other than the executor or ad- 
ministrator of the assured a right to sue 
under the policy. 

V. C. Voris, the deceased assured, was 
divorced and remarried about a year be- 
fore his death. His former wife, who 
had a judgment against Voris for ali- 
mony and who had retained possession 
of the policy, made claim under it and 
turned it over to the company, maintain- 
ing that she had paid the premiums. 
The administrator: of Voris’ estate de- 
manded payment of the proceeds and 
the company agreed to pay them to him, 
whereupon the first Mrs. Voris brought 
suit. 

The city court of East St. Louis 
awarded the proceeds to the former wife, 
with a direction to pay the assured’s 
funeral expenses. The appellate court 
reversed the judgment and ordered the 
proceeds paid to the administrator. Jus- 
tice Stone pointed out that it has pre- 
viously been held that where no bene- 
ficiary is named only the executor or 
administrator of the assured may bring 
suit. The “facility of payment” clause 
would have protected the company had 
it elected to pay Mrs. Voris, but it did 
not give her any vested right in the 
proceeds. 





Baker Heads Insurance Club 


R. E. Baker, office manager Hartford 
Accident, was elected president of the 
Insurance Club of Chicago at its an- 
nual meeting. One of the vice-presi- 
dents selected was W. H. Siegmund, 
Connecticut Mutual Life. ; 





Million Dollar Men 


Frank B. Falkstein, San Antonio, 
Tex., Elmer Abbey Aetna Life agency, 
exceeded $1,000,000 in new business for 
the second time in 1938, with a total of 
$1,250,000. 

O. S. Carlton and Carey Selph of the 
Great Southern Life’s Houston agency 
each produced more than $1,000,000 
business in 1938. 

St. Louis has four million dollar pro- 
ducers. They are Robert C. Newman, 
New England Mutual Life; Harry 
Wuertenbacher, Penn Mutual; Eugene 
Stinde, Northwestern Mutual Life, and 
Sidney Solomon, Equitable Society. 

Lowell Newman, associate general 
agent of the Penn Mutual Life at Fort 
Wayne, Ind., completed 1938 with a 
production of $1,154,200 in life insurance 
and $250,000 in annuities, making Mr. 
Newman’s fifth consecutive year in the 
million dollar class. 

John E. Clayton, Mutual Benefit, 
Newark, N. J., leads all life agents in 
New Jersey with paid for business in 
excess of $1,500,000. This is the fifth 
consecutive year of his leadership. 





J. H. Magee Has New Treatise 


John H. Magee is the author of “Life 
Insurance,” an impressive volume of 729 
pages that is published by Business 
Publications, Inc., of Chicago. Dr. Ma- 
gee is also the author of the book, “Gen- 
eral Insurance,” that was published in 
1936. The new volume represents the 
organization in text book form of ma- 
terial used by Dr. Magee in giving the 
life insurance course at the University 
of Maine. The work is most readable 
and is suitable for those advanced in the 
business as well as for the newcomer. 
The selling price of the book is $4. 





The Connecticut Mutual’s Fraser 
Agency in New York City paid for $2,- 
850,525 in January as against $1,263,196 
for the same month last year. 





Read The Industrial Salesman, $1.25 a 
year. 420 E. Fourth Street, Cincinnati. 








LINCOLN NATIONAL’S PROMOTIONS ANNOUNCED 








L. J. KALMBACH 


L. J. Kalmbach, formerly second vice- 
president of the Lincoln National Life, 
in charge of reinsurance, is elected vice- 
president and manager of reinsurance. 
W. B. F. Hall, who has been assistant 
manager of the Mortgage loan depart- 
ment, becomes second vice-president and 
manager of the mortgage loan depart- 
ment. He is a son of A. F. Hall, chair- 
man of the board. E. D. Auer, Fort 
Wayne realtor, was appointed to succeed 
William Hall as assistant manager of the 
mortgage loan department. T. A. Mur- 
phy, secretary of the mortgage loan de- 
partment, was placed in charge of the 
production of new loans and the service 
of existing loans in Fort Wayne and In- 








Your Money and Life Insurance 


Harper & Brothers have issued “Your 
Money and Your Life Insurance” in 
revised form by Ray Giles, author of 
“Turn Your Imagination Into Money,” 
“Sales Expansion Question Book,” etc. 
How to find the life insurance best 
suited to one’s purpose; how to use in- 
surance as a safe and profitable invest- 
ment program and how to obtain new 
types of insurance to serve new needs 
are explained in this volume. The au- 
thor has not been connected in any way 
with the insurance business. He is a 
prominent executive who has come to 
see the importance of life insurance and 
has made a study of it for his own use. 
The price is $1 and is sold by THE 
NATIONAL UNDERWRITER. 


Webster Is Agency Organizer 


R. W. Webster has been appointed 
agency organizer for northern [Illinois 
and Chicago for New York Life. 








Gets Four Times Amount 
He Paid for Annuity 


MONTREAL — Oldest annui- 
tant of the Imperial Life of Can- 
ada, Matthew Gold, has died in 
Somersetshire, Eng., aged 103. 
Total payments made to him were 
four times greater than the sum 
he paid for the annuity. Born in 
England in 1834, he came to Can- 
ada as a boy and entered the 
ministry, holding a number of 
charges in the west and in On- 
tario. For the past 30 years he 
has been living in retirement in 
England. While pastor of a church 
at Whitby, Ont., in 1904 he pur- 
chased an annuity from the Im- 
perial Life. His 34th annuity pay- 
ment was made him last March. 
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loan department. He will work closely 


diana. Robert Lang was appointed assist- 
with Mr. Murphy. 


ant divisional manager in the mortgage 











From an actual letter written to the Home Office by 


* General Agent Alfred C. Newell of Atlanta 


This is one of a series of advertisements intended 
to show some of the reasons why its fieldmen like 
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Provide Financial Training Course 


AT the meeting of the FrnanctaL SEc- 
TION of the AMERICAN LIFE CONVENTION 
in annual conclave last fall, ALEx Cun- 
NINGHAM, vice-president WESTERN LIFE 
of Helena, who was chairman, announced 
a suggested plan for an investment 
school in some leading college sponsored 
by the section. Mr. CUNNINGHAM real- 
ized that the financial administration and 
work of a life company are of prime im- 
portance these days. There are prob- 
lems confronting companies that did not 
exist in years gone by. The economic 
cataclysm forced companies into chan- 
nels that were unknown to them, with, 
naturally, not always the best of results. 

Mr. CUNNINGHAM and his associates 
realize that there could be established a 
short intensive course in finance and eco- 
nomics that would be highly valuable to 


those particularly engaged in the finan- 
cial department. The plan seems now 
headed toward fruition. At the meeting 
of Mr. CUNNINGHAM’s committee, tenta- 
tive plans were made to start this course 
and throw it open to all legal reserve life 
companies regardless of whether they are 
affiliated with the AMERICAN LIFE CON- 
VENTION or not. It will deal with the 
fundamentals. However, it will not be 
too elemental. At the start the course 
will probably last two weeks. As time 
goes on and experiments are made there 
will likely be an extended course. It is 
a work that is highly constructive, greatly 
needed and the AMERICAN LIFE CONVEN- 
TION people deserve great credit for 
fathering it. An intensive study of 
finance, investments and economics will 
be found most valuable. 


Well Meant But Unfortunate 


CONGRESSMAN Bruce Barton is as good 
a friend as the life insurance business has 
but he made an unfortunate .statement 
the other day in the course of a talk 
against the New Deal. Asserting that 
President RoosEveLt has lost the support 
of the middle class, Mr. BARTON said that 
the insurance buyer today finds that “the 
earnings of the insurance company on its 
investments have been so reduced that 
the policy costs 30 percent more than it 
would have cost in 1930,” because of gov- 
ernment extravagance. 


While it is true that life insurance 
costs more today than in 1930 the in- 
crease is far from being so much as to 
justify any such sweeping statement as 
Mr. Barton’s. Perhaps there is some 
basis for a rough ‘estimate that the aver- 
age annual net cost over a 20 or 30 year 
period for most companies has increased 
30 percent and perhaps that was what 


Mr. Barton had in mind. The per-year 
net cost of insurance over a long period, 
after deducting surrender values and div- 
idends, is so near the zero mark that a 
slight variation in dollars and cents 
makes a big percentage difference. 

If that or some other technically cor- 
rect basis was the foundation for Mr. 
Barton’s remark, it is a pity that he did 
not elaborate a little. The unmistakable 
import of his statement, as far as the 
general public is concerned, is that the 
man who goes out and buys insurance 
today must pay 30 percent more for it 
than he would have if he had bought it 
in 1930. It will be unfortunate if people 
get the impression that the cost of life 
insurance has gone up 30 percent since 
1930, for in the way that the average 
buyer thinks of insurance costs it has 
come nowhere near doing so. A false 
impression should not have been created. 


Responsibility of Broadcasters 


THE NEws that an appeals court in Penn- 
sylvania has upheld a $15,000 slander ver- 
dict against the NATIONAL BROADCASTING 
Company for a slighting remark ad-libbed 
by Comedian AL JoLtson may well have 
considerable significance for the life in- 
surance business in those sections which 
are plagued by radio-broadcasting insur- 
ance counsellors who spend most of their 
time on the air running down the agent 
and the insurance business. JoLSON’s re- 
mark according to the plaintiff, a Penn- 
sylvania hotel, resulted in a loss of thou- 
sands of dollars of business. 

Newspapers have in general proved 


wary of accepting advertising based on 
the vitriolic attacks against insurance 
agents which are the counsellors’ stock 
in trade. Radio broadcasting, on the 
other hand, has been an effective and fre- 
quently profitable means for some coun- 
sellors to carry on their campaign of bit- 
ter denunciation of companies and 
agents. 

So far the degree of responsibility of 
the broadcasting station for utterances 
made during time purchased on the air 
has been nebulous, responsive more to 
the barometer of public taste and the at- 
titude of the federal communications 





commission than to the laws of libel or 
slander. If the principle behind the 
Pennsylvania decision is generally 
adopted radio stations and broadcasting 
systems will be just as responsible for 
what is said over their particular ether 
waves as is a newspaper for what ap- 
pears in its news or advertising col- 
umns, 

In contrast to many of the insurance 


Ir 1s always unsafe to deal in superla- 
tives and to claim that one man has sur- 
passed all others in record. That is a 
rule that is fundamental in newspaper 
writing. Unfortunately at times a ten- 
derfoot may depart from the beaten path. 
We confess that one did in writing an 
editorial for THE NATIONAL UNDERWRITER 
recounting the remarkable feat of BEN 
Biocu, EQuirasLe Lire of Iowa at Peo- 
ria, who had completed his thousandth 
week of continuous production. The 
writer regarded this as unprecedented. 
Naturally those who had broken the rec- 
ord at once appeared on the scene. O.F. 


Danger in Dealing with Superlatives 


counsellor outfits, the broadcasting cop 
panies have sufficient assets to fear J 


sizeable verdict. Then again, tactics ¢ 
denunciation and abuse are the breagh 
of life to the counsellor but to the broag 
casting company it might appear wise, 
to confine the sale of its time to thos 
who will not be a source of expensiy, 
lawsuits and heavy judgments {, 
damages. 


GILLioM, in the little town of Berne, In¢, 
representing the LINcoLn Nationa Lr, 
completed last year 1,260 weeks of cop. 
tinuous production. Then came the 
MassacHuseTts MvutTuaL with Jory 
Wttr at the Cleveland agency, who com. 
pleted his thousandth week on March §, 
1936, and now he stands at 1,151. 

And still they come. We are wearing 
the garments of repentance and hereafter 
will never say that one man is the ugli. 
est, the tallest, the meanest or the great. 
est, because some other cuss will alway; 
show up to challenge the statement, 
whatever it may be. 











PERSONAL SIDE 


OF THE BUSINESS 





William M. Duff, Pittsburgh, head of 
the E. A. Woods agency Equitable So- 
ciety, is in Los Angeles, having accom- 
panied Mrs. Duff there on a visit to her 
mother, who is ill. While there he 
spoke before agency meetings of the 
Kellogg Van Winkle and Alex. A. De- 
war agencies. 

Henry Mosler, president Life Under- 
writers Association of Los Angeles and 
member Million Dollar Round Table, 
was commissioned a lieutenant-comman- 
der, U. S. Naval Reserve. He is no 
stranger to the navy, having served dur- 
ing the world war as a lieutenant, junior 
grade, in charge of manufacturing depth 
bombs. 

S. F. Clabaugh, former president of 
the Alabama Life and president of the 
Protective Life, who was made chair- 
man of the board of the latter company 
in 1938, is now established in an office 
in the Stahlman building, Nashville, as 
executive vice-president of the Southern 
Industrial Council. 

Three home office men of the Mutual 
Benefit Life have rounded out long 
terms of service. They include Presi- 
dent J. R. Hardin, 35 years; H. A 
Smith, agency department, 40 years, and 
G. H. Bailey, auditor, 55 years. 

Foster A. Vineyard, assistant general 
agent Aetna Life, Little Rock, has been 
reelected chairman of the Greater Little 
Rock Library Association. 


J. M. Gantz, general agent Pacific 
Mutual, Cincinnati, is filling an exten- 
sive speaking itinerary before life under- 
writers associations on his way to Los 
Angeles for a meeting of the board of 
trustees of the general agents associa- 
tion. At Omaha Feb. 15 he will address 
the agents at noon and the Nebraska 
Life Agency Officers in the evening; 
Salt Lake City Feb. 17, 9 o’clock, gen- 





eral agents; noon, Salt Lake City, 





Ogden and Cache Valley agents; Los 
Angeles Feb. 21 agents’ breakfast; San 
Francisco Feb. 23 agents’ luncheon. 

The chamber of commerce of Port 
land, Ore., adopted a resolution com 
mending H. K. Coffey for his work in 
promoting aviation in the state. Mr. Cof- 
fey is Oregon manager for Mutual Ben- 
efit Health & Accident and United 
Benefit Life. He is president of the Aero 
Club and is a licensed pilot. Just re- 
cently he has been in Washington, D. C,, 
in the interest of getting Oregon Uni- 
versity and Oregon State College desig- 
nated as schools for teaching aviation 
under the federal program. He also at- 
tended the meeting of the National 
Aeronautical Association in St. Louis. 

Secretary Joseph Button of the Stock 
Company Association at Washington, 
D. C., who is recuperating at Raleigh, 
N. C., expects to get back to his desk 
next week. He suffered a severe attack 
at Des Moines when he was attending 
the meeting of the National Association 
of Insurance Commissioners and_ then 
was in a hospital at Richmond, Va, 
where he underwent an operation. He 
is a former Virginia insurance commis- 
sioner. 

H. G. Trythall, former Tennessee dep- 
uty insurance commissioner, has resumed 
his law practice in Knoxville, Tenn, 
forming a partnership with J. C. Thoma 
son, to be known as Thomason & Try- 
thall. 

C. W. Cammack, general agent at 
Huntington, W. Va., for the John Han- 
cock Mutual Life, ‘celebrated his 47th 
anniversary with the company. His son, 
Howard Cammack, who is general agent 
for the John Hancock at St. Louis, acted 
as toastmaster. J. Harry Wood, man- 
ager of general agencies, spoke. 

Members of the Cincinnati general 
agency of the John Hancock Mutual at- 
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tended a luncheon in honor of the 45th 
birthday of General Agent W. B. Ack- 
erman. J. Harry Wood, manager of 
general agencies, brought the greetings 
of the home office. 

When John W. Yates, Los Angeles 
general agent Massachusetts Mutual 
Life, spoke before the St. Louis Life 
Underwriters Association, he was 
awarded the Lindbergh medal for out- 
standing accomplishment. 

Reports current in Virginia that E. 
Lee Trinkle, president of the Shenan- 
doah Life, is planning to run for the 
United States senate in 1940 were de- 
nied by Mr. Trinkle. 

President Isaac Miller Hamilton of 
the Federal Life of Chicago, who sailed 
on the “City of New York” last week 
for a tour of South and Central Africa, 
will not return until the latter part of 
May. He will arrive at Cape Town, 
Feb. 26. He will visit many points of 
interest in Africa. He will stop at all 
the ports on the east African coast, 
then will go by the Red Sea and Suez 
Canal to the Mediterranean, arriving at 
Marseilles, France, May 5. He will 
sail from Southampton, May 17. 

Frank Jenkins, Tacoma, Wash., gen- 
eral agent Minnesota Mutual Life, had 
his automobile demolished in an acci- 
dent near Sacramento. Both he and his 
wife escaped with a few scratches. 

. G. Swanson, general agent New 
England Mutual in Chicago, was mar- 
ried a few days ago to Esther Cassidy 
Miller, daughter of Mr. and Mrs. Omer 
Miller of Chicago. The couple went 
on a honeymoon to Florida and also 
may spend some time in Bermuda or 
Nassau. Mrs. Swanson until two weeks 
ago was cashier of the E. W. Hughes 
general agency Massachusetts Mutual 
in Chicago, formerly having been 
cashier for the same office when it was 
operated by Bokum & Dingle. The 
Hughes staff gave a farewell party for 
her. Mr. and Mrs. Swanson will be at 
home after March 1 in 7817 Greenfield 
avenue, River Forest, IIl. 

Charles F. Howell of New York, edi- 
tor of “The Weekly Underwriter,” has 
been honored by receiving a letter froin 
the well known Hollywood movie star, 
Claudette Colbert, to whom he had sent 
a copy of his last novel, ‘““The Courier.” 
The famous French movie star referred 
in a glamorous way to Mr. Howell’s 
book, stating that it impressed her most 
profoundly. 


DEATHS 


Walter L. Snapp, 57, field assistant of 
the Arkansas agency of the Union Cen- 
tral Life, died suddenly at his office in 
Little Rock. 


J. F. Ryan, II, vice-president of Inde- 
pendent Life & Accident, a weekly acci- 
dent and health and life company, of 
Jacksonville, Fla., died at his home in 
that city. He had been ill for a long 
time. He was 58 years of age. He 
helped found Independent Life & Acci- 
dent, which in 1937 had assets $124,670, 
and premiums $408,572. 


Rex B. Magee of Jackson, Miss., ad- 
vertising manager for the Lamar Life, 
is bereaved owing to the death of his 
father, Irvin O. Magee, 81, who resided 
in Washington, D. C. Another son is 
Earl C. Magee, sports editor Jackson 
“Daily News.” His father was a na- 
tive of Marion county, Miss. He served 
as a sheriff for 16 years. 

Mrs. Emma Stanley, 81, mother of 
Harry W. Stanley, Wichita general agent 
of the Equitable of Iowa, died in Wich- 


ita. Mrs. Stanley was the widow of the 
late Governor Stanley. 


Homer W. Bush, 60, veteran Rochester, 


eS agent for the Penn Mutual Life, 








|W: A. Tyler, district supervisor for the 
Prudential in Detroit, died. 

_C. E, Sherman, Chicago Aetna agency, 
— suddenly. Mr. Sherman, who was in 
lls 77th year, was working up to the 
time of his death. He was among the 
pioneers in the sale of group insurance 
for Aetna. 





A. J]. Wohlgemuth 
Now Head of Rough 
Notes Organization 


Albert J. Wohlgemuth, vice-president 
and treasurer of the Rough Notes Com- 
pany of Indianapolis, has been elected 
president and treasurer succeeding his 
late brother, E. Jay Wohlgemuth. Irv- 
ing Williams continues as vice-presi- 
dent and secretary. Mr. Wohlgemuth 
was born Nov. 24, 1888, some 10 years 
after the first issue of “Rough Notes” 
was published. He graduated from the 
University of Michigan in 1911. He 
connected with THE NaTIoNAL UNDER- 
WRITER On graduation, becoming its east- 
ern news correspondent at New York 
City. Later he returned to Cincinnati 
and after a couple of years service there 
became manager of the Cincinnati office. 
In November, 1916, he was transferred 
to Chicago as secretary and manager of 
THE NATIONAL UNDERWRITER, In 1917 
he resigned to become secretary, treas- 
urer and general manager of the Rough 
Notes Company, publisher of “Rough 
Notes,” “Insurance Salesman,” “Insur- 
ance Decisions,” “Insurance Pictorial,’ 
“Conservation Pictorial” and Estate-O- 
Graph, a number of insurance books, in- 
surance systems and supplies. It has its 
own printing plant. Mr. Wohlgemuth’s 
son, Edward W., who graduated from 
the University of Michigan in 1937, is 
now taking the course in the Harvard 
Graduate School of Business Adminis- 
tration. During the summer he traveled 
for THE NATIONAL UNDERWRITER. 

It is interesting to note that two 
Wohlgemuth brothers have _ recently 
been elected presidents of allied publi- 
cations. John F. Wohlgemuth was re- 
cently made head of The National Un- 
derwriter Company. 





Penn Mutual Leaders Visit 
Home Office in Philadelphia 


The Penn Mutual’s President’s Club, 
composed of leaders in volume and lives 
coming from five zone groups, spent two 
days at the home office in Philadelphia. 
They were headed by H. E. Wuerten- 
baecher, St. Louis, who was the 1938 
leader in volume. With him were G. W. 
Stewart, Pittsburgh; F. U. Levy, En- 
gelsman Agency, New York City; John 
R. Fox, Rochester; S. F. Transue, home 
office agency; Eleanor Young Skillin, 


Chicago; E. I. Shobert, Pittsburgh; 
William Wisdom, Phoenix, Ariz.; 
Walker Laramore, Jacksonville, Fla.; 


F. B. Ruolo, Detroit; J. F. O’Connor, 
Los Angeles, and G. W. Decker, Los 
Angeles. They were welcomed by W. 
H. Kingsley, board chairman, and by 
President John A. Stevenson, and pre- 
sented with diplomas and prizes. 

Four were first year men. All were 
given official greeting by W. H. Kings- 
ley, chairman of the board, and Presi- 
dent J. A. Stevenson. There were two 
meetings presided over by Vice-Presi- 
dent A. E. Patterson and the group 
was addressed by a number of home 
office men. One noon they were given 
a luncheon and four trustees were pres- 
ent. Osborne Bethea, New York City 
general agent, president Penn Mutual 
Agency Association, presented Vice- 
President Patterson a book containing 
a detailed description of the Victory 
Club, which began Oct. 1 and ended 
Dec. 31, one of the most productive 
periods the Penn Mutual has ever 
known. 





Members of the Columbia agency of 
Oregon Mutual Life, at a two-day annual 
meeting in Portland, Ore., were able to 
strut because December and January 
were the biggest volume months in the 
history of the agency. E. A. Phillips, for- 
merly agency secretary, took charge of 
that agency last year. Several home office 
executives as well as members of the 
agency gave talks. The dinner meeting 
was addressed by Mayor Windishar of 
McMinnville, Ore. 
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INTO THE PICTURE 


EARLY IN 1939 





HE WAY TO GUARANTEE a prominent place in the 
é 1939 New Business Picture is to get in early and stay 
there. That is the slogan of Union Central field men. 
They started the year with an increase of 81 percent in 
January over the first month last year—the largest Janu- 


ary in several years. 


What has made this possible? Perhaps it is the extra 
work put in by Union Central agents. Perhaps it is bet- 
ter business conditions. Perhaps it is the extensive line 
of modern contracts offered by Union Central—for ex- 
ample, the new Complete Protection Plan which provides 
$200 a month for a man’s family if he dies—$200 a 
month for him if he lives to 60 or 65. Perhaps it is the 
impressive national magazine advertising campaign with 
full-page ads like the one illustrated above. 


Perhaps it is a combination of all these. Regardless 
of why, the important thing is that this gratifying in- 
crease for January is an accomplished fact. 


The UNION CENTRAL LIFE Insurance Company 


CINCINNATI, OHIO 
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Mutual Life Advertising 


continues its appeal to the Agents’ natural 


calendar of life insurance opportunities. 


Stere ts the February, 1939 


MESSAGE —in magazines with a total 


circulation of 3 millions, serving as a nation- 
wide introduction of Mutual Life repre- 
sentatives to their prospects and policy- 
holders—with its timely reminder regarding 
The Mutual Life’s g6th anniversary since 


its first policy was issued in 1843. 


Ly my \o 
FIRST POLICY ISSUED 3| i \z FEBRUARY 1, 1843 
‘ 
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LIFE INSURANCE EDITION 




















HIS YEAR The Mutual Life Insurance Company of 

New York celebrates its g6th Anniversary. The 
first policy in this long established Company was issued 
February 1, 1843. 

Mutual Life Representatives now, as throughout the 
year, are available for advice and counsel to policyholders 
and prospective policyholders. Welcome the one who may 
call on you. Learn from this Representative more about 
The Mutual Life’s 96 year record of Security and Service. 

Since its first policy was issued The Mutual Life has 
paid to Policyholders and their Beneficiaries or accumulated 
for them a total of well over Five Billions of Dollars (which 


Welcome the Mutual Life Representative who calls 





is over 600 million more than it has received in premiums). 

On December 31, 1938 this Company had assets, attest- 
ed to by the Insurance Department of the State of New 
York and the remaining 46 states in which it transacts 
business, of more than One Billion Three Hundred Million 
Dollars and insurance in force of nearly Four Billions rep- 
resented by more than a million policies. No company is 
better able to meet its life insurance obligations. 

* & * 

OUR 72 PAGE HISTORICAL BOOKLET “Security and Service 
since 1843” IS AVAILABLE THROUGH MUTUAL LIFE REPRE- 
SENTATIVES OR SEND FOR IT TO THE ADDRESS BELOW. 


She Mutwal Tife 


company of Mew Yorks 


DAVID F HOUSTON companyof 


34Nasouu 


FIRST POLICY ISSUED 





An advertisement by The Mutual Life Insurance Company of New York 





, New York 


FEBRUARY 1, 1843 
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LIFE AGENCY CHANGES 





Scott Is General Agent 
at Nashville, Tenn. 


W. A. Scott has been appointed gen- 
eral agent of the Minnesota Mutual at 
Nashville. He entered his career with 
the National Life & Accident of that 
city in the ordinary department in 1922. 
He operated from the home office and 
produced $25,000,000 of ordinary busi- 
ness through the industrial field force. 
For the last two years he has been man- 
ager of the Fidelity Mutual Life there. 





Carstens Production Manager 


NEWARK.—C. E. Carstens has been 
appointed production manager of the 
W. S. Vogel agency of the Columbian 
National Life here. He has been in 
life insurance work for more than 22 
years, all with the Travelers, starting in 
New York City as field assistant. He 
held that position for nine years, then 
was made assistant manager at Yonkers, 
N. Y., and after five years was promoted 
to manager in Jamacia, L. I. He came 
to Newark as assistant manager in 1931, 
resigning to assume his new post. He 
is a member of the executive committee 





of the Life Underwriters Association of 
Northern New Jersey. 


Kichline Reading, Pa., Manager 


R. C. Kichline has been appointed 
manager in Reading, Pa., for the Fidel- 
ity Mutual Life. He will have Lewis 
Kershner, who has been connected with 
the company for the past 27 years, as as- 
sistant manager. 

Mr. Kichline entered life insurance in 
1930. He has been assistant manager of 
the Guardian Life in Philadelphia. 








Appoints Four Assistants 


Wilmer M. Hammond, Sr., Los An- 
geles general agent Aetna Life, has ap- 
pointed W. M. Hammond, Jr., and T. D. 
Hammond, his sons, and G. C. Scarvie 
and V. J. Krehbiel, both long associated 
with the agency, assistant general 
agents. 


Colwell’s Field Is Enlarged 


Dennis G. Colwell, who has been 
Dallas manager for Midland Life for 
several years and has consistently been 
that company’s leading producer, has 














THE WISCONSIN 
LIFE INSURANCE COMPANY 


26-30 Mifflin Street, Madison, Wisconsin 





Statement of Financial Condition—DECEMBER 31, 1938 


ASSETS 
Bonds 


City Loans 
Farm Loans 


Loans to Policyholders............ 


(Secured by reserves on policies) 


Home Office Building............. 
Real Estate Sold on Land Contracts 


Interest Accrued 


Fi inst Mortgage PSOAG oss ssp Gots gree eles eemT eC Ee 


Bhima cum eiioee ar eueeee $2,269,333.00 


1,245,739.12 


832,609.07 


284,049.39 
191,114.46 


310,076.72 
285,200.88 
138,552.94 

35,436.78 


(On Mortgages, Bonds and Policy Loans) 


Net Uncollected and Deferred Premiums.................. 


105,761.10 


(For which the reserve liability has been set up) 


All Other Assets................0. 


Total Admitted Assets............ 


LIABILITIES 


Legal Reserves on all Policies, Annuities, 
mentary Contracts in Force... 


38,981.61 


SO et he ee $5,736,855.07 


40,061.16 


eR eS $5,696,793.91 


and Supple- 


ye ee. $4,861,152.97 


Dividends Apportioned to Policyholders, including Divi- 


verte Pe Belge cls [yc c)-} | a a a ern eee eee 353,906.65 
Claims Awaiting Completed Proofs...................00- 16,506.00 
PREIS BOR ANNO Sc ck.6 oso scss cise Se ws os rains ols een oate 19,275.00 
Contingency Reserve for Investment Fluctuation.......... 60,000.00 
Premiums and Interest Paid in Advance.................. 97,502.79 
Accounts Payable and Accrued Expenses................ 3,515.72 
BONO WE PARED. 65-512 sows sions oe was eine eo oa nienis None 

a A Oo ee eee $5,411,859.13 
Excess Security to Policyholders.......................... 284,934.78 

(Surplus set aside as contingency reserve in addition to the 

legal reserve requirements) eee eee 
Total Reserves, Liabilities and Surplus................... $5,696,793.91 


Comparative Annual Income 


Assets at Dates Given 


Year Ended December 31, 1918...$ 153,775.62 December 31, 1918....$ 550,723.05 

Year Ended December 31, 1928... 789,903.34 December 31, 1928.... 2,597,897.12 

Year Ended December 31, 1938... 1,114,146.17 December 31, 1938.... 5,696,793.91 
AUDITOR'S CERTIFICATE 


Paid Policyholders and 

Beneficiaries since Or- 

ganization more than 

Five Million Nine 

Hundred Thousand 
Dollars 











“Solid as the State” 


January 20, 1939 

We have examined the ac- 
counts of The Wisconsin Life 
Insurance Company as of De- 


Ww 
that the accompanying state- 
ment is in accordance with 
the records, and, in our opin- 
ion, presents the true finan- 
cial condition of the Company 
as of December 31, 1938 


(Signed) 
ELWELL, KIEKHOFER 
Certified Public Accountants. 








now been appointed agency manager for 
the entire Dallas area. 





Johnson Named Manager 


Lloyd Johnson, Tuscaloosa, Ala., 
agency Protective Life, has been made 
manager northwest Alabama agency at 
Florence. He led all the agents for five 
years in paid production. 





Cadwell with American Mutual 


The American Mutual Life has ap- 
pointed W. E. Cadwell general agent in 
Fort Dodge, Ia. He has been general 
agent for the Equitable Life of lowa for 
more than 20 years. 





Epps Becomes Supervisor 


The Shenandoah Life has appointed 
J. L. Epps, Jr., supervisor for southern 
Virginia. He is a son of J. L. Epps, 
member of Epps-Epps & Co., Richmond, 
Va., agency. 





Learned Retiring as Manager 


ST. PAUL—C. E. Learned, is retir- 
ing Feb. 28 as St. Paul manager of the 
Penn Mutual Life to open a life insur- 
ance counselor service. For many years 
he was a large producer here. 





Crown Life Names Danley 

B. G. Danley, Jr. has been appointed 
Washington district manager for 
Crown Life of Canada with headquar- 


ters in the Skinner building, Seattle. 
He was formerly in the automobile 
business. 





Harvey Snell, banker in Grand Haven, 
Mich., for 12 years, resigned to become 
resident manager for the Prudential in 
that city. He succeeds Louis Hieftje, 
who has been promoted to district man- 
ager in Holland, Mich. 





Returns to Insurance Work 
With Home Life in N. Y. 





Mutual Benefit Life Makes 
Appointment at Owensboro 








JOSEPH G. WEILL 


J. G. Weill, who has been agent and 
district manager for the Mutual Benefit 
Life in Louisville, has been appointed 
general agent at Owensboro, Ky. This 
is a new general agency with territory 
comprising five and a half counties for- 
merly served through Louisville. It 
will also have joint sales rights in south- 
ern Indiana. Mr. Weill entered life in- 
surance in 1908, when as head _ book- 
keeper of the National Deposit Bank of 
Owensboro he signed an agency con- 
tract with the Mutual Benefit. He be- 
came a full time agent at Louisville. 
Two years later he went to Louisville 
as supervisor, a position he held for 12 
years until he returned to Owensboro 
to take up personal production. 











JOHN C. McNAMARA, JR. 


NEW YORK—Home Life of New 
York announces the appointment of 
John C. McNamara, Jr., as a general 
agent in New York. He will be re- 
membered as one of the outstanding 
agency figures in American life insur- 
ance, having built and headed one of 
the largest agencies in New York and 
in the country. He has not been active 
in agency work for some two years. 
His offices will be at 17 John street. 
Assisting him will be William D. Mc- 
Namara, who has been associated with 
him for many years. 

Mr. McNamara graduated from 
Georgetown University in 1915, and got 
his LL.B. from Fordham University 
in 1933. He is a C. L. U., and a past 
president of the New York Life Un- 
derwriters Association. His last con- 
nection was with Guardian Life. 








Occidental Life Changes 


Vaughan R. Harlan, district manager 
at Reno, Nev., for the Occidental Life of 
California since 1936, has resigned and is 
returning to the home office agency as 
assistant manager in charge of the pre- 
mier unit. 

E. F. Eubanks, who last year was ap- 
pointed general agent for the Occidental 
Life at Bakersfield, Cal., has been forced 
to give up general agency work because 
of poor health. He will return to Fresno 
as a personal producer. 

R. A. Gupe, formerly of Omaha, has 
been appointed general agent for the 
Occidental Life of Los Angeles at Reno, 
Nev., and will supervise the entire state. 
He was an agent for the New York Life 
in Omaha. 

R. A. Vandergrift, who recently re- 
signed as manager of the Sacramento 
branch office of the Occidental Life, has 
joined the L. H. Bullock general agency 
at Oakland, Cal. as associate general 
agent. It will be known as the Bullock- 
Vandegrift agency. 





Phoenix Mutual at Cincinnati 


P. C. Bake has been appointed man- 
ager at Cincinnati for the Phoenix Mu- 
tual Life, succeeding R. G. Leuzinger. 
Mr. Bake previously was field supervisor 
in its New York City downtown agency, 
where he has been nearly two years. He 
entered the field at Hartford about five 
years ago. 





Lloyd Roberts Full Partner 


Roy Ray Roberts, general agent State 
Mutual Life at Los Angeles announces 
that his brother, L. S. Roberts, who has 
been agency supervisor, has been ad- 
mitted to full partnership and the agency 
will be known as the Roy Ray Roberts 
General Agency. 





M. J. Lesnak, Youngstown agent of the 
Ohio State Life, has completed 5% years 
of consecutive weekly production. 
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LIFE SALES MEETINGS 





Illinois Agents Hold 


First Convention 


PEORIA—President M. J. Cleary 
and a number of other home office of- 
ficials attended the first annual North- 
western Mutual Life all-Illinois agents’ 
convention held here for two days. 
Twenty-six general agents, including 
Cc. R. Garrett, Peoria, were hosts, and 
141 representatives registered. 

Others from the home office included 
J. J. Hughes, assistant director of agen- 
cies; Dr. D. E. W. Wenstrand, medical 
director; H. R. Ricker, assistant secre- 
director of 


tary, and Grant L. Hill, 
agencies, all speaking in sessions. 
President Cleary and Mr. Hughes 


greeted the agents. Dr. Wenstrand de- 
livered a message from the medical de- 
partment, Mr. Ricker outlined the value 
of life insurance wills and Mr. Hill dis- 
cussed opportunities for 1939. 

Mr. Garrett was toastmaster at a ban- 
quet the first evening, and R. M. Ham- 


burger, general agent Minneapolis, 
spoke on “The Eternal Triangle of 
Salesmanship.” 


Report Smith High Man 

According to convention registrations, 
in which each man listed his 1938 pro- 
duction, C. E. Smith, Chicago, was top 
man eligible for an unofficial “Illini Ten 
High” Club. J. H. Roth, Jr., Peoria, 
and Clifton L. Egbert, Kewanee, both 
of the Peoria area agency, also quali- 
fied. 

R. B. Juerjens, Peoria, was chairman 
of the first morning meeting. R. H. 
Hobart, Chicago, was chairman at a 
luncheon at which President Cleary 
talked. W. L. Cramer, Mattoon, was 
chairman in the afternoon. Kenneth 
Turman, Joliet, was chairman the second 
morning, and Kenneth Pierce, Elgin, 
the second afternoon. 

President Cleary declared he was well 
pleased with the job done by the IIli- 
nois’ agents, who are second only to 
New York in state production. 

Officers Elected 

Officers Elected were C. L. Eggbert, 
Kewanee president; T. A. Lauer, Joliet 
vice-president, and E. L. Fritz, Peoria 
secretary-treasurer. 

There were a number of guest gen- 
eral agents from out of the state. R. H. 
Pickford, Cedar Rapids, Ia., J. H. Cope- 
land, Davenport, Ia., C. H. Poindexter, 
St. Louis. Eleven men affiliated with 
Mr. Poindexter attended the meeting. 
W. Roy Bryant, general agent at Kala- 
mazoo, Mich., M. Hamburger, gen- 
eral agent Minneapolis,- were among 
those who spoke at the banquet. 





General Agents Group to 
Gather in Chicago 


The annual conference of the Gen- 
eral Agents Association of Northwest- 
ern Mutual will be held in the Edge- 
water Beach hotel, Chicago, Feb. 20-22. 
The closed sessions will be of the con- 
ference type. Chairmen will be R. H. 
Pickford, Cedar Rapids, Ia., president; 
Ben McGiveran, Eau Claire, Wis.; 
Roger Baldwin, Washington, D. C., and 
Russell Hergesheimer, Philadelphia. 

Clifford McMillen, New York City, is 
program chairman. Company officials 
will attend and speak including Presi- 
dent M. J. Cleary; Percy H. Evans, 
vice-president and actuary; Grant Hill, 
director of agencies; Dr. D. E. W. Wen- 
strand, and J. N. Lochemes, assistant 
secretary. 


Hold Conference at Lansing 
LANSING, MICH.—Michigan, IIli- 


nois and Indiana general agents of the 
Ohio National Life attended a three-day 
sales meeting here. N. E. Glassbrook, 
Lansing, division manager, was in gen- 
eral charge. Discussion stressed package 
and program selling. Among speakers 
and discussion chairmen were: F. H. 
Evans, vice-president; E. E. Kirkpat- 








superintendent of agencies, and 
H. Harrison, actuary, from the 
home office, and A. E. McKeough, past 
president Chicago Association of Life 
Underwriters. Mr. Evans talked on 
company objectives, Mr. Glassbrook on 
division objectives, and G. S. Severance, 
Chicago on “Personal Objectives.” 

Lansing made a good record in 1938, 
ranking third in the company with $1,- 
143,000 paid-for business. Mr. Roberts 
led the discussion on “Discovery and 
Preliminary Handling of Tax Leads” at 
the sectional meeting on “Tax Cases” 
at which W. C. Evans, supervisor, pre- 
sided. Attending the sessions were 35 
general agents. 


rick, 
N. 





Managers Parley in Sacramento 


The annual gathering of managers of 
California-Western States Life was held 
at the head office during three days. 
The business sessions were conducted 
by Vice-President Ray P. Cox. Gilbert 
Ball, Sacramento manager, won the 
president’s trophy, which is the annual 
award for all around agency excellence. 
Mr. Ball and his organization were 
guests of O. J. Lacy at a banquet. 





To Tell of New Sales Plan 


The Atlantic Life announced it soon 
would introduce a new selling plan em- 
bracing all phases of the agent’s job. 
It has been in process of development 
for several months. The plan will be 
explained at a conference in Charlotte, 
N. C., March 3-4 and at another confer- 
ence in Richmond March 6-7. 





General Agents Meet in Chicago 


The Central Life of Iowa will hold 
a general agency meeting in Chicago 
Feb. 11-12. All agency heads in the 
middlewest will attend. President E. H. 
Mulock will preside. 


NEWS BRIEFS 


The J. B. Macken agency of the Mu- 
tual Life of New York in Detroit held 
its annual sales conference with agents 
from outstate points present. Mr. 
Macken outlined plans for the anniver- 
sary month drive in February; R. E. 
Fowler, Ann Arbor, district manager, 
talked on “The Importance of Keeping 
in Touch with Old Policyholders”; A. J. 
Wellman, Port Huron, district manager, 
on “The Importance of Consecutive 
Weekly Production.” 

Edmund Fitzgerald, vice-president 
Northwestern Mutual Life, and L. J. 
Evans, assistant director of agencies, 
participated in the annual western Mis- 
souri agency conference held by the 
Sam Pearson general agency in Kansas 
City. District agents also met. 

The Sterling Youngquist general 
agency in Columbus, O., of the North- 
western Mutual Life will be host to the 
Ohio state meeting Feb. 10. Other gen- 
eral agencies to be represented are Wil- 
liam Mack, Cincinnati; Merritt Mason, 
Toledo; Reynolds & Engel, Dayton; 
Russell Thierbach, Cleveland; R. E. 
Werts, Akron, and Clyde Law, Wheel- 
ing, W. Va. Home office speakers will 
include President M. J. Cleary; Grant 
Hill, director of agencies; W. R. Chap- 
man, assistant director, and Harry 
Ricker, assistant secretary. 

Representatives of the New York 
Life in Racine and Kenosha counties, 
Wis., met at Kenosha for a conference 
with company officials. Speakers in- 
cluded R. E. Peters, inspector of agen- 
cies northwestern department; Carl 
Reiss, organizer southeastern Wiscon- 
sin, R. H. L. Vogt, cashier Wisconsin 
branch, Milwaukee, and Clement Cole- 
man, Waukesha agent. 


E. H. Mulock, president Central Life 
of Iowa, Peter Hondorp, assistant ac- 
tuary, and G. T. Carlin, educational di- 
rector, took part in the annual conven- 
tion of the Badger Agency in Madison, 
Wis. Chairmen of sessions were Ralph 
Larson and A. C. Larson, co-managers 





at Madison; Alfred Korbel, general 
agent, Milwaukee; R. N. Seward, Lake 
Mills, and A. E. Osterheld, Stoughton, 


COMPANIES 











S. E. Kempner Is President 
His Brother Now Chairman 


GALVESTON-—Stanley E. Kemp- 
ner, who for several years has been ac- 
tive executive head of the Texas Pru- 
dential with the title active vice-presi- 
dent, was elected president at the annual 
meeting. He succeeds I. H. Kempner, 
his brother, a prominent banker here, 
who was named board chairman, a 
newly created post. 


Connecticut General Promotions 
W. C. Jainsen has been elected to the 





board of the Connecticut General Life 


and B. M. Anderson has been advanced 
from attorney to counsel and A. L. Joyce 
elected assistant actuary. Mr. Jainsen 
is vice-president of the Hartford Acci- 
dent. Mr. Anderson went to the Con- 
necticut General in 1929 and was elected 
attorney in 1934. Mr. Joyce went to the 
‘Connecticut General in 1927 as a clerk 
in the actuarial department. 





Volunteer State Directors 


The Volunteer State Life has changed 
its board of directors in line with recent 
change in control. The new group is 
headed by Cecil Woods, former ex- 
ecutive of National Life & Accident, 
who was elected president. The new 
directors are R. Evans, treasurer 
and vice-president; E. F. Finlay, attor- 
ney; George West, Jr., and J. B. Frier- 
son, Jr., Dixie Mercerizing Company; 
D. H. Griswold, vice-president Ameri- 
can Trust & Banking Company; S. K. 
Johnston, banker and capitalist, and Mr. 
Woods. 

Directors reelected are Vaughn Miller, 








Maybe She’s Safe 
But How About Her Father? 


Meeting current family living expenses and premiums on 
an adequate amount of life insurance is not easy. Sometimes 
immediate family requirements make men risk under- 
insurance, still oftener neglectful of provision for their own 


retirement years. 


To help this situation new Family Maintenance plan, a 
combination of permanent insurance and non-decreasing 


term insurance, has been worked out. 


For the family, it 


provides large amount of protection at relatively low cost 
during dependent years. For the father, it includes con- 
version privilege to be exercised when children are grown 
and lower current expenses leave surplus for building 


reserves for himself. 


Full information on request. 


Connecticut General 
Life Insurance Company 





Hartford, Conn. 
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Not What Editors Think... 


Agents Say— 


“Through the use of the Guar- 
anteed Savings plan talk I have 
placed about 15 good cases this 
last year.” 

° 

“Whenever a case looks tough, I 
look in the Index for an idea and 
get it. For booster help, it is a 

wonder.” 
o 

“Your December Odds and Ends 

showing how profit taxes make 
future large stock dividends practi- 
cally impossible is a wow. (Result: 
Single Premium Insurance instead 
of stock purchase.) ” 

° 

“The three cent stamp attached 

to a dollar bill presentation sold 
a $10,000 Family Income policy, 
and others indirectly.” 

° 

“The Service has never failed me 
as a reference work covering any 
problem or question which arises in 
my work.” 

o 

“T just made a $50,000 Term con- 
version, with assistance of chart 
shown in the Service.” 

° 

“Your Agent’s Service is of 
tremendous help, in fact each 
and every issue can easily be 
called helpful and well worth 
while. I use Volume 3—Section 
12 — ‘Common Disaster Clause’. 
In fact I had the Volume with me 
on one case and closed it for 
$5,085 and had settlement agree- 
ment attached to his other Insur- 
ance that has been in force 10 
years. There were two other 
Agents on this case.” 

° 

“Whenever I am working on a 
case, I always use the Service to 
help in building it up.” 

° 

“The most helpful Sections to me 
have been Prospecting, Sales Talks, 
Motivation and Managing Your 
Business.” 

° 


“Information on ‘Baby Bonds 
and Investors Syndicate’ has 
helped me close two $5,000 
cases, also a good size Retirement 
Income contract.” 


Agents Say— 


“Two rated-up cases closed as 
a result of excellent advice given 
in the Service, which also assisted 
in closing many other sales.” 
° 
“I constantly use the Service to 
meet objections, to prepare pro- 
grams and for intelligent pros- 
pecting.” 
° 
“T have been a subscriber since the 
beginning of the Service and have 
gotten to the point where I can 
truthfully say that in almost every 
sale I make use of ideas gathered 
from the Service.” 





Agents Say— 


“Under Programing, Section 
7, page 21, $5,000 to Family, 
helped sell a young farmer 
$5,000 to protect his wife and 
two baby daughters.” 


° 


“If I am going out on a closing 
interview, I may reread ‘Closing’ 
and this has been valuable on many 


occasions.” 
° 


“T like particularly Sections on :— 
Sales Talks, Programing, Settlement 
Options and Letters and Adver- 
tising.” 














5000 *Successful Life Underwriters can’t all 
be wrong. From their written statements, the 
D. L. B. Agent's Service helped them make 


from $50 to $500 in extra commissions in 1938. 


*Successful —— 85%, of subscribers averaged 
$197,000 in 1938. 23°, averaged $289,783. 


If you are on the way up—we can help you. 














“The use of the Settlement 
Option ideas landed a $15,000 
case. I had ‘cast’ quite a while 
on the case, then changed ‘flies’ 
according to your book — 


landed!” 


“A young man—aged 30—income 
$250 monthly — married — no chil- 
dren. The sales talk on Retirement 
as submitted by James T. Causey 
was used almost word-for-word, and 
proved to be very effective. A $5,000 
Retirement Income at 65 resulted. 
To my way of thinking this is the 
finest sales talk on this particular 


contract that I have yet seen.” 


“I have used several approaches 
found in Section 6 that have put me 
in direct contact with the prospect’s 
thinking and led to a sale.” 

° 


(“Odds and Ends’ is a sixteen 
page magazine which accompanies 
the Monthly Service.) 


° 


“Odds and Ends alone is worth 
the price of the Service. I have been 
delighted to see it grow in number 
of pages. It is full of ideas which I 
find most stimulating. I have a 
complete file to which I refer fre- 
quently.” 

° 


“I carry Odds and Ends and 
often use it as an attention-getter. 
Much of the Visual material I use 
with prospects.” 


“I made three sales during the 
last month on article by H. R. 
Van Cleve, Section 3, pages 18.1 
to 18.6.” 

° 


“Both Odds and Ends and the 
text material are informative and 
stimulating and inspire me when in 
a rut. It is a constant source of 
inspiration.” 

° 


“Sold a young man of 25 the 
other day a $5,000 Insurance 
with-Life-Income-at-55 largely 
due to the sales talk in Section 
6, pages 17 and 18.” 


> 


“Odds and Ends is swell and I 
mean it. I believe that I have saved 
most of the numbers since I started 
to take the Service and that was in 
1935, I believe.” 


° 


“My most used pages are on Clos- 
ing, Prospecting, Programing and 
Investments.” 

° 


“Retirement Annuity sold on 
‘The Honeymoon Special’, Sec- 
tion 6, page 9— Savings. In 
fact I sold eight of them.” 


°o 


“Sold a $10,000 Income Endow- 
ment with a $565 premium. The 
chart at the bottom of page 20, Sec- 
tion 11 was very helpful. . . . The 
Service helps me on each case. . . 
Also sold a $15,000 Business Insur- 
ance case... . and a Father anda 
Son idea.” 

° 


“Odds and Ends is an excellent 
thing. I read it from cover to cover. 
I never lay it down until I have fin- 
ished reading it. I quote it and lend 
it to friends. I wouldn’t miss it for 
anything.” 

° 


“Your material on ‘College 
Education’ helped close a $4,000 
case.” 

° 


“I often read a few pages of the 
Section on Life Insurance to regain 
a lost grip, section on Investments 
for ideas, and section on Programing 
to increase the size of my following.” 
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But What Customers Say! 


Managers Say— 


“J have been in the business 
ten years and do personally be- 
tween $400,000 and $500,000 a 
year. I use the Service constantly 
in my personal selling. I have 
often used ‘Odds and Ends’ in 
canvassing. However, the Service 
is always available to the agents.” 

° 

“Its most valuable use is to help 
each Agent develop his own sales 
talk to maximum effectiveness. The 
Agent’s Service is valuable as a 
source of new ideas and for inspira- 
tion. The Prospecting and Program- 
ing Sections are invaluable to us. Its 
greatest use is in referring to sales 
talks for special situations as they are 
developed. It is valuable as a refer- 
ence when needed for any purpose.” 

°o 

“It is most valuable as a help 
in training new men and stimu- 
lating old; valuable as a refer- 
ence work in working up illus- 
trations; most valuable in Clinic 
work using sales presentations 
for study. It is equally valuable 
in training new Agents; as a 
basis for our weekly discussion 
group sessions; in providing 
material for Agency meetings. 
Its value is great as a circulating 
library and in keeping me per- 
sonally up-to-date.” 

° 

“T have found that.our new men 
respond quicker to good reading 
than to my conversation. The sec- 
tions on Prospecting, Programing, 
Closing and Motivation have been 
of particular benefit. With the older 
men on difficult cases, we have found 
many good ideas in the Closing and 
Motivation sections. Many times one 
little idea is worth more in closing a 
case than a half hour of conversa- 
tion,” 

° 

“The first thing our new men 
read after our regular training 
course is finished, is the sections 
‘You’ and ‘Motivation’. Often 
our older men take a part of the 
Service home for study of a 
particular subject. Our greatest 
use of the Service is as a refer- 
ence in working up illustrations 
and presentations before we go 
into a closing interview.” 
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A monthly service for Agents, Supervisors 
and Managers. 


<@@g These 3 volumes 


with 1000 pages come to 
you immediately. 


Subjects Treated 


“ You’’. 


“Life Insurance”. 


“Investments”. 


moh = 


“Prospecting”. 
**Selling”’. 
“Sales Talks”. 


+ Clean-Up 
Readjustment 
. School Period 
Life Income 
Retirement 
Juvenile 
- College 
. Mortgage 

9. Savings 

10. Unclassified 
11. Farmers 


Nw 


SNDAVEaSH a 


“ 


“Programing”. 
“Selling to Women”. 


“Motivation”. 

10. “Objections”. 

11. “Closing’’. 

12. “Settlement Options’’. 

13. “Managing Your Business’’. 
14, “Letters, Advertising”. 


© 














Managers Say— 


“We use the Service a great deal 
in conducting meetings, sometimes 
taking all our discussion from the 
current issue and sometimes refer- 
ring to back issues to illustrate some 
timely point we want to get across.” 

° 


“We are not long on meetings 
and so the Agent’s Service and 
particularly Odds and Ends are 
very stimulating and helpful in 
preparing Agency bulletins.” 

° 


“The Service has been of tremen- 
dous value to both of my supervisors 
in the training of new and old men. 
We very often take certain sections 
of the Service and require study be- 
fore having a discussion upon the 
subject.” 

° 

“It is valuable for section-by- 
section study in Clinics; valuable 
in qualifying new Agents; and 
most valuable in stimulating and 
motivating both old and new 
representatives.” 


This card is enclosed with each new set. 








This Service is GUARANTEED. If for any reason you are 
dissatisfied with this purchase, return the set within thirty 
days from date of your order and the price paid, plus 
postage, will be refunded without question. 


Editor. 








Use the coupon today. 


It_ will Guaranteed. 


increase your commissions. 


THE DIAMOND LIFE BULLETINS, 
420 East Fourth Street, Cincinnati, Ohio. 


Please send me the D. L. B. Agent’s Service with the understanding that I may return the 
three volumes in 30 days for full refund if I am not entirely satisfied. Should I keep the 
Service you will also supply me with the Monthly Supplements for a minimum period of 
one year. 
I enclose $7 as the down payment and I I enclose $15 cash 
OR 
agree to pay $1 a month for eleven months. for the first year. 
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attorney; H. Patten, manufacturer; Z. 
C. Patten, capitalist; T. Prestin, 
president Hamilton National Bank; and 
Dr. John B. Steele, medical director and 
vice-president. 


Woodrutf Field Supervisor 


DES MOINES.—F. B. Woodruff be- 
comes home office field supervisor of the 
Equitable Life of Iowa. He became dis- 
trict director in Mason City, his home 
town, for the Great Western in_ 1928, 
and in 1935 came here with the Equit- 
able. 


H. C. E. Johnson Vice-President 


H. C. E. Johnson, son of Dr. J. W. 
Johnson, president Interstate Life & 
Accident, was promoted from assistant 
manager of agencies to vice-president. 


NEWS BRIEFS 


After 19 years as an employe of Pro- 
tective Life, R. A. Willis resigned as 
assistant treasurer to become assistant 
cashier of All-States Life, Montgomery, 
Ala. 

The Great Northwest Life of Spokane 
has elected Frank P. Weaver vice-presi- 
dent and Stuart A. Robertson, assistant 
secretary. Mr. Weaver is general coun- 
sel. 


Arthur B. Jaquith, son of Dr. Walter 














A. Jaquith, medical director Columbus 
Mutual Life, has joined the legal staff 
of the Prudential. Dr. Jaquith formerly 
was associated with the Prudential. 

The circuit court of appeals has dis- 
missed for lack of jurisdiction a suit 
which attacked the sale of the Missouri 
State Life to the General American Life 
filed by G. H. Holley of Memphis, 
Tenn., a former agent, and Abe Tober, 
St. Louis, a stockholder. 

J. W. Woolery, for the past 18 months 
actuary of Protective Life, resigned to 
return to Raleigh, N. C., as actuary of 
the North Carolina insurance depart- 
ment. 

E. G. Siefert, manager of the Marion, 
O., agency of the Ohio State Life, was 
elected chairman of the General Agency 
Managers Association and J. C. Mc- 
Farland, general agent at Cincinnati, 
was reelected secretary. Others on the 
executive committee are Claud Warley 
of Akron; W. H. Hecht, Celina, O., and 
H. E. Van de Walker, Detroit. 

T. T. Phillips, president Gulf Life of 
Jacksonville, was host to Jacksonville 
Ad Club at a luncheon. They toured 
the new home office building. 





Governor Stassen of Minnesota ap- 
pointed Arthur B. Anderson, Albert Lea, 
chief oil inspector. Mr. Anderson repre- 
sents the Acacia Mutual Life in southern 
Minnesota. 





Bonds 
(900% Increase Over 1937) 
= 


gage Loans on Real Estate 
(200% Increase Over 1937) 


Home Office Property 
Other Real Estate 


(Fully secured by Legal Reserve) 


Cash 


(—secured by Legal Reserve) 


Stocks 


Death Claims Due and Unpaid 


liability thereon.) 


cumulate at Interest 


Legal Reserve on All Policies 


by law—invested 
Reserve for Policy Dividend 
Contingency Reserve Fund 
Capital Paid-up 
Surplus 
(450% Increased over 1937) 


Home Office - - - 


Theo. P. Beasley 
President 





REPUBLIC NATIONAL LIFE 
INSURANCE COMPANY 


ANNUAL STATEMENT 
As of December 31, 1938 


ASSETS 


H. A. Government Insured and Other First Mort- 


(Conservatively valued and revenue bearing) 


Policy Loans and Premium Notes 


Premiums in Course of Collection 
(Premiums due and in course of collection on date of this statement) 


Interest and Rents Due and Accrued 
All Other Assets............... 


Total Admitted Assets (150% Increase over 1937) .$3,432,881.96 
LIABILITIES 


Claims Awaiting Proof and Approval 


Reserve for Interest and Premiums raid in Advance. 
(Many policyholders take precaution and pay premiums in advance 
to avoid last minute oversight—the Company carries full reserve 


Dividends and Coupons Left With Company to Ac- 


Reserve for Taxes.............. 
Reserve for Reinsurance and All Other Items 


(For protection of policyholders as required 
in approved securities) 


Total Amount to Protect Policyholders 


Total to Balance Asse's..... 
Insurance In Force on December 31, 1938. . . .$30,101,808.00 


REPUBLIC NATIONAL LIFE 
INSURANCE COMPANY 


An Old Line Legal Reserve Texas Company 


SAO ee None 
Pe E:. . $ 27,060.81 
23,365.12 
sera Nad EO lh 45,131.86 
Pen rarer er a 14,718.44 
Bsr gs: 30,958.99 
ee $2,717,232.21 
eee: 40,000.00 
yer 51,514.53 
renee 257,900.00 
ener 225,000.00 
cA toi Sane ee _3,291,646.74 
ee ese hid $3,432,881.96 


West Jefferson Avenue 
Madison to Bishop 


$ 860,470.87 


889,689.14 
414,500.00 


322,661.37 
526,019.69 


133,768.35 
201,399.30 


27,036.87 
33,071.65 
24,264.72 


Dallas, Texas 


Thomas M. Mott 
Secretary-Actuary 


PACIFIC COAST AND MOUNTAIN 





Honor Manager Hathaway 
at Los Angeles 


Fred C. Hathaway, manager of the 
Los Angeles branch office Mutual Life 
of New York, celebrated his 30th anni- 
versary as manager. He first was as- 
signed to Salt Lake City branch, and 
after 13 years was transferred to Los 
Angeles, where he has been in charge 
for 17 years. He and Julian Myrick, 
head of the home office branch, who was 
appointed just a month ahead of Mr. 
Hathaway, are the oldest branch man- 
agers in point of service. His anniver- 
sary falls on the 96th anniversary of 
issuance of the first policy. It was cele- 
brated at a luncheon attended by agents 
and the office forces. 

When Mr. Hathaway took over the 
Los Angeles office it produced $3,000,- 
000 new business annually. In four years 
he had increased new production to 
$15,000,000 yearly. The branch has 
$100,000,000 insurance in force and more 
than 25,000 policyholders; his agency 
force consists of 75 to 100 men and 
women, with only two or three part 
time agents in communities not large 
enough to justify full time men. The 
branch ranks third country-wide in the 
Mutual Life. 

Mr. Hathaway has taken his son, F. 
C., Jr., into the business. Howard Cor- 
liss, assistant manager, who has been 
associated with Mr. Hathaway ever 
since he became a manager, at the 
luncheon reminisced of their association. 

Walter Wilson, of the agency force, 
whose contract took effect the day Mr. 
Hathaway assumed charge at Los An- 
geles, spoke on the progress made and 
paid tribute to his chief. Fred Hathaway, 
Jr. and L. M. Beckhard, a policyholder 
for 42 years, also talked. After the 
luncheon a conference was held. 





Pacific Coast in the Lead 


J. P. Baldwin, vice-president and 
manager of the Business Men’s Assur- 
ance for California, has been placed in 
charge of all Pacific Coast territory, 
having supervision over the branches at 
Los Angeles, San Diego, Portland, Seat- 
tle and San Francisco. The California 
office led all branches last year in paid 
production and holds the all-time high 
record for one month among such 
offices. 


Officials Honor Deans Club 


Carl R. Marcusen, president, and 
Nephi L. Morris, secretary of the Pacific 
National Life, spoke to the Deans Club, 
composed of veteran life insurance men, 
at a luncheon meeting. Mr. Marcusen 
presented each member an embossed 
card bearing the names of the five vet- 
erans, J. D. Spencer, J. V. Smith, John 
James, Frank Mozley and R. K. Hardy. 


Discuss Bank Policy Bills 


SAN FRANCISCO — Three bank 
savings life insurance bills have been 
introduced in the California legislature. 
They are worded practically the same 
and following closely the Massachusetts 
system. General agents and managers 
discussed the bills at a luncheon meet- 
ing. A. S. Holman, manager Travelers, 
is chairman San Francisco association 
legislative committee. He said the life 
companies would not directly fight the 
bills but he suggested bankers be con- 
tacted and agents and brokers seek to 
have the proposals killed in insurance 
committees of the two houses. Several 
prominent bankers have expressed dis- 
approval of the bills, he said, and so far 
as can be determined, there is no organ- 
ized group supporting them. 











Group Discusses Underwriting 

LOS ANGELE S.—Underwriting 
fundamentals were discussed in the 
fourth session of the 1939 Institute of 
Life Underwriting here, with Dr. C. J. 














Rockwell as lecturer. H. E. Belden, 


——— 


general chairman, introduced C. 4 
Foosche, Prudential ordinary office, Lo; 
Angeles, guest speaker, who discusse4 
completing the application. 





J. W. Gallagher, assistant manager 
Prudential at Eugene, Ore., will conduct 
a 14 week life insurance class in the 
University of Oregon. 


Cecil C. Fulton, vice-president Home 
Life of New York, in charge of agen. 
cies, is on a Pacific Coast trip, having 
conferred at Denver then gone to Ips 
Angeles on business. 


CHICAGO 


NEW PARTNERS IN LAW FIRM 


Karl M. Gibbon, Albert E. Jenner, 
Jr., and Max Bloomstein, Jr., have been 
admitted to partnership in the Chicago 
law firm of Poppenhusen, Johnston, 
Thompson and Raymond which handles 
considerable insurance work in all lines, 














FOHR ENDS FLORIDA TRIP 


Louis J. Fohr, Chicago general agent 
for Connecticut Mutual Life, is returp- 
ing this week from a month’s sojourn in 
Florida. 





TIME CONTROL FOR SUPERVISORS 


_The Chicago Life Agency Supervisors 
discussed “Time Control for the Super- 
visors,” with George Huth, Provident 
Mutual, as “Professor Quiz.” 





PLANNING CLINIC IN CHICAGO 


_Four young members who are def- 
nitely on the way to success will tell 
of the methods they employ in a busi- 
ness-getter sales clinic Feb. 15. They 
are L. M. Buckley, Provident Mutual; 
Walter Leck, State Mutual; Ernest 
Krug, Mutual Life of New York, and 
F. A. C. Tocque, Berkshire Life. They 
will be interviewed in a panel discussion 
by E. S. Hewitt, Connecticut Mutual, 
and F. J. Budinger, Franklin Life, The 
four men have had marked increases in 
their yearly volumes since they entered 
the life insurance business. 





BUTLER JOINS ROCKWOOD CO. 


W. C. Butler, general agent Bankers 
Life of Nebraska in Chicago for about 12 
years, has resigned to go with the Rock- 
wood Company of that city as an as- 
sociate. No successor at Chicago as yet 
has been announced. Mr. Butler started 
as an agent with the Bankers of Ne- 
braska in 1924. He is a substantial per- 
sonal producer, as an agent having been 
one of the company’s leaders, and is 4 
C. L. U. J. S. Tendick, who has been 
associated with Mr. Butler, on March 1 
also will join the Rockwood Company 
as an associate. 


Indianapolis Life Agents Meet 
Approximately 270 leading agents of 
the Indianapolis Life from Indiana, lll 
nois, Ohio, Iowa, Michigan and Minne- 
sota met at the home offices. 
Kahler, second vice-president and supet- 
intendent of agencies, presided. A bat- 
quet was held. Prizes for outstanding 
sales records in January were presented. 
President E. B. Raub, A. L. Portteus, 
vice-president, W. H. Huehl, actuary 
and Dr. J. B. Young, medical director, 
spoke. , 
A new sales plan for programming 
small cases was presented by Mt 
Kahler. New business in | 
showed an increase of 24.8 percent. 








Harrison General Agent 


general agent of the Mutual Trust Life 
with headquarters at Bloomington, Ill. 
His territory comprises 5% counties. 
Mr. Harrison formerly was ; 
agent and supervisor of the Aetna Life 
at Bloomington for L. O. Schriver, g¢™ 
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Willis Is President 
of Florida Group 


CoA 
fice, Los 
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amas f JACKSONVILLE, FLA. — E. M. 
——— Willis, Lakeland, special agent Pruden- 
Reis. tial ordinary department, is new presi- 
t H dent of the Florida Association of Life 
f pros Underwriters, succeeding A. Le Roy 
having § Johnson, state manager Sun Life of 
to Los #@ Canada. Mr. Willis for two years has 
been vice-president. ; 
—=—=—= Other officers are: Vice-presidents, E. 
J. Becker, Jacksonville; J. P. Cannon, 
Tampa; Thomas Gray, Orlando, and 
Mrs. Herbert Felkel, St. Augustine. 
ee, | Mrs. Felkel for several years has been 
uw a leading woman producer of the Pru- 
| dential, ordinary, and was on the Na- 
Jenner, tional association program three years 
ve been ago. 
Chicago Harry Kucher, Metropolitan manager, 
hnston, Lakeland, is new _ secretary-treasurer. 
— Miami gets the 1940 convention. 
Il lines, : 
Take Up Legislation 
A business session was held the first 
I agent day and an all day sales conference the 
return. g second day. The first evening was de- 
ourn in voted to business and election of officers. 
Legislation was prominent in the dis- 
cussions due to the legislature’s impend- 
SORS ing convening in April. The life men 
visors Were urged to be very watchful for dan- 
Super. gerous taxation proposals. . 
ovident Commissioner Knott of Florida was 
’ the only absentee on the program. J. 
W. Yates, native Georgian, now Massa- 
' chusetts general agent in Los Angeles, 
gave an inspirational talk. Holgar J. 
e def- § Johnson, president National association, 
ill tell B and President Laurence F. Lee, Penin- 
 busi- § sular Life, Jacksonville, were on the pro- 
They § cram, Mr. Lee on “The Prestige of the 
[utual; Agent.” 
Ernest Among the luncheon groups was one 
k, and F for ladies presided over by Mrs. Herbert. 
They Felkel, St. Augustine, vice-president. 
ne The two seminar plan proved popular. 
jutual FJ. 0. Todd, of H. S, Vail & Son, ‘Chi- 
as cago, a million dollar round table man, 
ie 4 spoke of “Work Planning That Works,” 
ntere and Earl W. Schwemm, manager Great- 
West Life, Chicago, on “What’s Wrap- 
ped Up in a Life Insurance Policy.” 
nkers | Hold Industrial Seminar 
out 12 The associate seminar for industrial, a 
Rock- new idea, also was successful. J. 
n as- Moynahan, Metropolitan manager, Chi- 
as yet cago, was guest speaker, on “Ideas That 
tarted Mean Dollars.’ Others were “The 
r Ne- Anderson One Interview System,” J. D. 
| per- Mills, Gulf Life manager, Tampa; 
been “Building Monthly Ordinary Debit by 
| is a the Industrial Man,” D. S. Dorman, 
been Metropolitan, Miami; “Ordinary Pros- 
rchi — pecting by Industrial Man,” W. L. Dean, 
pany Life & Casualty, Jacksonville; “Classifi- 
cation of the Buyer by the Industrial 
Man,” W. M. Revels, Miami, Peninsular 
Life; “Industrial Man Presenting the 
nical Ordinary Interview,’ O. R. Dickson, 
Illi- Prudential, Jacksonville. 
inne- 
. H. | Oklahoma Sales Congress 
er- 
ba | Draws Noted Speakers 
ding | OKLAHOMA CITY — Nearly 330 
“ao life insurance men attended the annual 
vo sales congress here of the Oklahoma 
pt Association of Life Underwriters. C. C. 
— Day, Pacific Mutual, substituted for 
i Stewart Meyers, Home Life of New 
Ps York, president, in the chair. 
oe _ J. F. Walsh, Chicago, assistant super- 
uar) intendent of agencies Home Life of New 
York, was first speaker, telling of the 
Client Building” plan used with suc- 
cess by his company in which selling 
nted service is the dominant feature. 
Life The morning session closed with an 
Ill. address on “What the Public Expects 
ties ps Underwriter to Know” by 
trict awrence, Newark, state manager Lin- 
Life | coln_ National Life. President Meyers 
sett: Presided at the luncheon. Speakers in 


the afternoon included P. ‘C. Sanborn, 
oston, general agent Connecticut Mu- 


B 








tual, on “Business Life Insurance”; W. 
N. Hiller, Chicago, Ill., a leading pro- 
ducer of the Penn Mutual, “Information 
Please,’ and C. J. Zimmerman, Chicago, 
general agent Connecticut Mutual, on 
“Getting Action.” 





Omaha—J. E. Moss, Aetna Life, imme- 
diate past president, has been elected 
national committeeman. 


Southern California—New chapters of 
the quarter million dollar club are being 
formed in San Diego, Pasadena, Fresno, 
Ventura and Los Angeles, A. K. Deutsch, 
chairman special committee in charge of 
the activity, reported in talks before Los 
Los Angeles, Ventura, San Diego, Pasa- 
dena and Long Beach associations. 


Columbus, O0.—Milton Sherman, Con- 
necticut Mutual, address monthly meet- 
ing on “Closing.” 





Vincennes, Ind.—H. V. Wade, vice- 
president American United Life, was 


principal speaker at the monthly meet- 
ing, talking on “How Some Men Write 
Business During Hard Times.” 


Wisconsin—Plans are shaping for the 
annual state convention to be held in 
Wausau, June 15. H. J. Johnson, presi- 
dent National association, will be guest 
of honor. G. R. Bennett is general chair- 
man, 


Topeka, Kan.—H. F. Timbers, manager 
Bankers Life of Des Moines, spoke on 
“Direct Mail Selling,” exhibiting direct 
mail letters and circulars used by his 
company. J. Z. Armstrong, Aetna Life, 
and Hugo Matoush, Union Central, were 
elected directors. O. T. Cropper, Aetna, 
was elected national committeeman. 





Wichita—The annual “ladies night” 
was held, President E. H. Watson, Mu- 
tual Life of New York, presiding. Speak- 
ers, introduced by O. L. Smith, Connecti- 
cut Mutual, included C. J. Zimmerman, 
Chicago, vice-president National Asso- 
ciation of Life Underwriters and general 
agent Connecticut Mutual, who spoke on 
“The Part of the Wife in Life Insur- 
ance,” and P. C. Sanborn, Boston, chair- 
man Million Dollar Round Table and 
general agent Connecticut Mutual, who 
spoke on “Business Insurance.” Don 
Davis, New York Life, was chairman of 
arrangements. The speaker at the next 
meeting will be Harry Dawdy, juvenile 
department, probate court. 


Cincinnati—Milton Sherman, general 
agent Connecticut Mutual, Buffalo, con- 
cluded the series of sales talks with 
“Closing.” The annual sales congress 
will be held in March. 





San Francisco—First sales caravan of 
the San Francisco association for 1939 
met with the Stockton and Sacramento 
associations, 


Chicago—Miss Christine Ludwig, Cap- 
erton agency State Mutual, is slated for 
president of the new Life Agency Cash- 
iers Division; E. B. Brownson, New York 
Life, for vice-president, and J. J. Salins, 
Aetna Life, for secretary-treasurer. Di- 
rectors slated as heads of committees 
are: Membership, Miss Lydia Swanson, 
Metropolitan; program, C. C. Rossler, 
Mutual Life; publicity, F. L. Johnstone, 
New England Mutual; office practices, 
Peter Mueller, Equitable Society; con- 
stitution and by-laws, J. W. Skogstrom, 
Fidelity Mutual; reception, M. G. Wahl- 
strom, Mutual Trust Life. 


Rochester, N. ¥.— Women members will 
have charge of the monthly luncheon 
program Feb. 15. Mrs. Harper Sibley 
will be guest speaker, on “A Woman 
Ventures to Look at Life Insurance.” 
There are 25 women in the association. 


Baltimore—Roger B. Hull, general 
counsel National association, and Felix 
Rothschild, Sun Life of Maryland, spoke. 


Fox River Valley, Wis.—Life agents 
from more than a half dozen cities in 
this area attended a meeting in Oshkosh. 
The morning session was devoted to a 
sales training school, C. C. Baker, New 
York Life, Appleton, talking on “Moti- 
vation”; a playlet, “The Awakening,” 
being presented by members of the Pru- 
dential office, Oshkosh. President George 
Nixon, Appleton, presided at a luncheon 





meeting. W. R. Chapman, assistant di- 
rector of agencies Northwestern Mutual, 
was guest speaker, on “Public Rela- 
tions.” 


Detroit—Holgar J. Johnson, general 
agent Penn Mutual in Pittsburgh and 
president of the National association, 
will be one of the headliners at the an- 
nual sales congress March 15. 


Midland Mutual Agents Meet 


Midland Mutual Life agents, 125 in 
number, attended the regional sales 
meeting held in Columbus, O. At dinner 
the principal speaker was G. W. Stein- 
man, president. 

Profitable circulation was discussed by 
General Agent A. G. Gabriel of Detroit. 
B. M. Woodsmall, vice-president Ameri- 
can Service Bureau of Chicago, spoke. 
Stanley Martin of Columbus, general 
agent State Mutual and million dollar 
producer, closed the meeting. Written 
business shows an increase of 75 percent 





so far this year. 


Florida Commissioner Is 
Upheld on Policy Ruling 


TALLAHASSEE, FLA.—The Flori- 
da supreme court has upheld Commis- 
missioner Knott in his refusal to per- 
mit the Guaranty Income Life to issue 
its endowment at age 70 policy with 
special endowment benefits. When the 
commissioner refused to approve the 
policy, the company secured a writ of 
mandamus in the lower court, which 
was reversed by the supreme court. The 
supreme court sustained the depart- 
ment’s contention that the particular 
form is a wagering contract and its 
issuance would be contrary to public 
policy. 





The state budget for the biennium be- 
ginning next July 1 allows $1,382,680 for 
the Illinois insurance department, an in- 
crease of $49,220. The department’s reve- 
nue estimates for 1939-41 amount to $ 
780,722, as compared to $14,416,151 
the previous period. 
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INTERESTED? 


Are you interested in seeing the op- 
portunities awaiting you as a general 
agent? Do you have the vision, per- 
serverance and courage ito step into 
an unusual general agency contract? 


If you have, here is your BIG OP- 
PORTUNITY to become a full fledged 
general agent under direct contract 
with one of the fastest growing, most 
successful life insurance companies 
in the East. 


All we ask is that you show a per- 
sonal paid for production of $100,000 
during the last year; féel that there 
isn't much chance of growing with 


your present company and have 


family responsibilities. 


Here is your chance to secure a 
liberal general agency contract with 
a company that knows how to help 
you build a profitable general agency. 
It's an opportunity to establish your 
own business; develop your own sales 
force; increase your earnings and be- 
come the head of a permanent busi- 
ness in your own community. If you 
are interested, don’t delay writing Mr. 
William J. Sieger, Vice-President, for 
the complete details of this excep- 
tional opportunity. 


Right now there are several good openings in Pennsylvania; 


New Jersey; 


Rhode Island; 


Maryland and Delaware. 


BANKERS NATIONAL 


LIFE INSURANCE COMPANY 


e  % 


Montclair 


Bx 


New Jersey 








24 


FieNATIONAL UNDERWRITER 


February 10, 1939 








MANAGERS 


Grant Heads N. H. Managers 


MANCHESTER, N. H.—The Gen- 
eral Agents & Managers Association of 
New Hampshire had as guest at its 
annual meeting here H. M. Faser, Jr., 
Boston general agent Penn Mutual, who 
spoke on “A Clinical Study of Man- 
agerial Problems.” Officers elected are: 
President, W. F. Grant, Aetna Life; 
vice-president, J. W. Coyne, Penn Mu- 
tual; secretary-treasurer, G. A. Hatzes, 
Mutual Trust, and Joseph Wright, 
member executive committee. 








Cleveland Dinner March 14 

CLEVELAND—The annual leaders’ 
banquet, sponsored by the Cleveland 
Life Insurance Executive Club, will be 
held March 14. Managers and general 
agents will be hosts to leading produc- 
ers. Dr. W. E. Wickenden, president 
Case School of Applied Science, will be 
chief speaker and leading business men 
will be guests. Ladies are invited and 
a dance will follow. 





Los Angeles Managers Meet 


LOS ANGELES—At the luncheon of 
the Life Managers Association of Los 
Angeles it was announced it was the 
largest meeting it has held. It was 
stated that 230 life men who are taking 
the Institute of Life Underwriting 
course are not members of the local as- 
sociation. President J. V. Hines of the 
state association gave some facts regard- 
ing its activities and reviewed some of 
the bills now before the legislature. 
A. K. Dutsch of the State Mutual Life 
at San Francisco discussed the forma- 
tion of a quarter million dollar round 
table and said that 38 men and one wo- 
man had qualified. They had paid for 
an average $369,000. The state associa- 
tion will meet in Los Angeles in June. 


Portland Entertains Seattle 


A delegation of managers and gen- 
eral agents from Portland, Ore., repre- 
senting the Oregon Managers Associa- 
tion, went to Seattle this week to ad- 
dress a meeting of the managers asso- 
ciation of that city. T. J. Binder, 
Equitable of Iowa, was chairman of the 
meeting. He is president of the Oregon 
managers. Other speakers were George 
Schoeffel, home office agency manager 
Oregon Mutual Life; M. A. Link, Ore- 
gon manager Bankers Life of Iowa; 
J. C. F. Merrifield, Oregon manager 
Connecticut Mutual. 

Hugh Bell, Equitable of Iowa, is 
president of the Seattle managers. 





Kent Addresses Managers 


SALT LAKE CITY—The Utah Life 
Managers was addressed by S. A. Kent, 
Prudential manager here, in the January 
meeting. He spoke on “Current Events.” 
W. M. Jones, B. M. A., reviewed the 
book, “Here’s How,” by E. A. Wall. 


Leavel New Wichita President 


H. L. Leavel, general agent John 
Hancock Mutual, was named president 
Wichita, (Kan.) General Agents & 
Managers Association, succeeding H. 
W. Laffer, Northwestern Mutual. L. R. 
Porter, Lincoln National, was named 
vice-president, and E. G. Fahnestock, 
Central Life of Iowa, secretary-treas- 
urer. 





Little Legislation in Colorado 

DENVER—A report to the Denver 
Life Managers Association at its meet- 
ing indicated that there is nothing par- 
ticular for life men to worry about in 
the way of legislation. 





Ackerman Has New Volume 


The Ronald Press Company of New 
York has issued “Questions and Prob- 
lems to Accompany Insurance” by Prof. 
S. B. Ackerman of the New York bar, 
professor of insurance school of com- 
merce, accounts and finance, New York 


University. He is the author of a pre- 
vious volume “Insurance,” that is widely 
read. The questions and answers are 
built around the book and cover all 
phases of insurance. There are 30 sets 
of questions in this book of 141 pages. 
The questions and answers book is sold 
at 75 cents. The textbook itself costs 
$4.50. The two books in combination 
cost $4.75. Both books are sold by THE 
NATIONAL UNDERWRITER. 


INDUSTRIAL 


Preparing for Annual Meet 
of the Industrial Insurers 


President Frank P. Samford of the 
Industrial Insurers Conference is pre- 
paring an outstanding annual meeting at 
Edgewater Park, Miss., May 18-20. He 
is president of the L iberty National Life 
of Birmingham. The problem of agency 
turn-over, underwriting methods, com- 
pany investments, social security and 
other topics of general interest will be 
presented. C. A. Craig, National Life & 
Accident, is chairman of the prograin 
committee. 

The annual meeting of the legal sec- 
tion will be held during the same week 
presided over by Chairman P. M. Estes, 
Life & Casualty. There will be a past 
presidents’ dinner the first evening. 

The Unity Life of Columbia, S. C., has 
been admitted to membership, J. R. 
Hoyle being president. 














Monumental Life Meeting 


The Monumental Life of Baltimore 
held a regional meeting of agents at Chi- 
cago, there being present from the home 
office President L. P. Rock, Agency 
Manager W. J. Biehl and Assistant 
Agency Manager J. A. Niehaus. 





Opens New Districts 

The Life of Virginia opened two three- 
assistancy districts at ‘Charleston, W. 
Va., with C. D. Rash, formerly traveling 
inspector, as manager; and at Hunting- 
ton, W. Va., with Joseph Hague, for- 
merly traveling inspector, as manager. 





Home Life’s New Districts 


The Home Life of Philadelphia has 
opened new district offices at West 
Chester, Pa., Rising Sun and Cheltenham 
avenues, Philadelphia, and at Germar.- 
town, Pa. John J. Kemmey, who has 
been with the Home Life 13 years, will 
be in charge at West Chester. He has 
been assistant superintendent and _ in- 
spector. 

The Philadelphia district will be man- 
aged by Superintendent C. C. Miller, 
also promoted from inspector. The Ger- 
mantown district will be managed by J. 
B. Bevlock, who has been inspector. He 
made his first contact with the Home 
Life in 1932. 

The present year marks the 40th an- 
niversary of the company. It has over 
$117,000,000 of life insurance in force in 
Pennsylvania and Delaware. It is one 
of the progressive companies writing 
ordinary and industrial. 





Knights Life Record 


The Knights Life of Pittsburgh 
showed $543,616 increase in assets, mak- 
ing $6,811,414. Its assets primarily in- 
vested in federal, state and muncipal 
bonds comprise 65 percent. Some 22 
percent is invested in real estate and 
mortgages. The increase in insurance 
in force is $3,317,634, making total $74,- 
949,706. The mortality ratio was 47 per- 
cent. 





Lewis in Charge at Wausau, Wis. 


WAUSAU, WIS.—M. H. Lewis, for- 
mer manager Metropolitan at Oshkosh, 
has come here to assume charge of the 
district office, succeeding the late N. P. 
Beck, who was drowned in Island Lake 





in northern Wisconsin with several 





other Wausau business men while 


hunting. 





The Universal Life of Richmond, Va., 
has moved into a new home at 116 South 
Third street, an antebellum residence 
which has been remodeled. 


The engagement of Miss’ Phyllis 
Young, daughter Philip G. Young, San 
Francisco manager Metropolitan Life, to 
Andrew Meyer has been announced. 


POLICIES 


Minnesota Mutual Limits 
High Premium Acceptances 


Minnesota Mutual has set a limit of 
$10,000 as the single premium it will ac- 
cept from any one applicant during any 
period of 12 months, for a single pre- 
mium life, endowment or annuity. Com- 
binations of life and annuity are limited 
to $10,800. It will not issue a single 
premium annuity which will bring the 
total above $50,000, including contracts 
previously issued. 

On annual premium deferred annuities 
(pension bond) the maximum amount is- 
sued is 50 units except that a contract 
will not be issued calling for an annual 
premium of more than $2,500. 

The premium deposit fund guaranty of 
3% percent interest has been discontin- 
ued and the total accumulation allowed 
under such funds has been reduced from 
$15,000 to $10,000. 

Minnesota Mutual allows a discourit 
on premiums paid more than one month 
in advance of due date provided the dis- 
count is at least $1. The rate of dis- 
count in the future will be 3 percent for 
two years or less and 2% percent for 
premiums paid more than two years in 
advance. Not more than $10,000 will be 
accepted as advance premiums. 











Equitable’s Retirement Income 


The Equitable Society in presenting 
its new retirement income policy states 
that for each $1,000 of face amount, $10 
monthly retirement life income is guar- 
anteed for 10 years certain. It provides 
life insurance for dependents. There is 
a reduced premium for the first two 
years. The dividends beginning at the 
end of the second year may be used to 
reduce a third and subsequent year’s 
premium. 


Police & Sheriffs Outfit is 
Put on the Rack in Illinois 


SPRINGFIELD, ILL. Director 
Palmer has announced the results of 
his investigation of the Police & Sheriffs 
Association of Milwaukee, prompted by 
complaints from merchants and city offi- 
cials of Oregon, Ill. The department 
found that C. E. Kendall of Milwaukee, 
who was representing the outfit, had 
letters addressed to. the merchants of 
Ogle county and signed by the Oregon 
chief of police, Rochelle chief of police 
and county sheriff. The letters stated 
that they were active members of the 
association and recommended him. The 
merchants upon signing as associate 
members were given receipts indicating 
that the amounts paid varied from $5 
to $25. It is stated that Kendall in- 
formed the merchants that the money 
received was to be used to purchase 
sickness, accident and life insurance for 
police officers in Ogle county. He said 
it was necessary to raise $500. The 
Wisconsin insurance department noti- 
fied Director Palmer that it had no 
record of this outfit. The Milwaukee 
chamber of commerce informed him that 
it and its representatives had encoun- 
tered difficulties with law enforcing offi- 
cers of several states, particularly in 
Ohio where Kendall was fined $500 for 
violating the insurance laws, and in 
Nebraska, where he was arrested and 
later released. Director Palmer urged 
all business men and police officers to 
be on guard against this scheme. 





F. A. Heath, supervisor in the group 
division of the Metropolitan Life in De- 
troit, has a new baby daughter. 








—e 


Elected to Board of the 
Northwestern National 


— 











G. NELSON DAYTON 


G. Nelson Dayton, who was elected a 
director of Northwestern National Life, 
is president and treasurer of the Dayton 
Company of Minneapolis. By Mr. Day- 
ton’s election the directorate is enlarged 
from nine to ten — its first 
change in size since 1906. . A. Cham- 
berlain, E. W. Decker and ra T. Jaffray, 
who were reelected, were first elected in 
1905 when the policy of naming out- 
standing business leaders to the board 
was inaugurated. 

Northwestern National’s directors 
have always actively directed the affairs 
of the company, President O. J. Arnold 
said. The average length of service of 
the present directors is more than 21 
years. ; 

The Dayton Company is a successful 
department store that was founded 3° 
years ago by Mr. Dayton’s father and 
his brother, D. Draper Dayton. 


LEGISLATION 


Minnesota—T he mortgage moratorium 
extension bill has been passed, making 
the law valid until March 1, 1941. 

Ohio—A new bill permits stock and 
mutual life companies to merge, cor- 
solidate or reinsure with approval of 4 
commission consisting of the governor, 
attorney-general and insurance superin- 
tendent. 

Iowa—New bill makes all life insur- 
ance beneficiary payments liable for ad- 
ministrative expense and illness and bur- 
ial expenses. 

New Mexico — Senate passes bill 50 
providing 2 percent gross tax on foreign 
company premiums. New fee schedule 
for domestic companies. 

Michigan—Extension for another two 
years of the act permitting life and cas 
ualty companies to issue special pre- 
ferred stock is sought. 

Massachusetts—A pill provides that 
agents’ contracts shall be prescribed and 
approved by the insurance commissioner. 














Ben Graham Joins Prudential 


Ben S. Graham, former vice- presi- 
dent of the Brooklyn National and 
later connected with the production de- 
partment of the Home Life head of- 
fice, has joined Stewart, Hencken & 
Will of New York City, general agents 
for the Prudential. 





The Pittsburgh agency of the Ohie 
State Life is putting on a campaign in 
honor of Dr. C. EB. Schilling, vice-presi- 
dent and medical director. 
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Main Figures in 
Probe Are Studied 


(CONTINUED FROM PAGE 1) 


no faith except in motivation by self-in- 
terest, it might be said that O’Ma- 
honey’s attitude is endorsed by admirers 
of political shrewdness as well as by 
lovers of fair play. The better political 
minds are coming around to the view 
that, ranting against business and indus- 
try is as obsolete as a Eugenie hat. The 
constructive approach is the thing now 
and the Senator from Wyoming was 
among the first to spy the shift in the 
trend, to see that attacking important 
industries as a menace is no longer the 
road to popularity with the people. 


Others Said Little 


Other members of the committee had 
not indicated much of an attitude one 
way or the other about insurance up to 
the middle of this week. Thurman W. 
(Folklore of Capitalism) Arnold, assist- 
ant attorney- -general, got off a few ob- 
servations but he seemed to be talking 
more for the hell of it than with any 
particular angle in mind. However, he 
and Isidor Lubin of the labor depart- 
ment are two who should be closely 
watched. Lubin is rated as one of the 
keenest of the New Deal idea men and 
Arnold has a sardonic wit which lends 
itself to ready material for headlines if 
he begins to click 

O‘Mahoney pilots the sessions dex- 
terously. He shows ability at redefin- 
ing moot points, quickly heading off 
threatened debates on immaterial points 


and getting the inquiry back on the 
main line. 
Next to O’Mahoney, King of Utah 


speaks out most frequently, and prac- 
tically always to take advantage of an 
opening to speak a good word for life 
insurance as it is currently practiced. 
When SEC staff witnesses indicate con- 
cern about whither are we drifting and 
where the mounting volume of insurance 
assets is going to lead, King is likely to 
come up with a pithy example to show 
that life insurance as now constituted 
has done a pretty good job. 


Thorn In Side for SEC 


King is kindly, patriarchal, and some- 
thing “of a thorn in the sides of the 
SEC people. He is an _ individualist. 
When the committee to investigate 
monopoly was first appointed he said 
he was opposed to holding public hear- 
ings if an industry would furnish the 
desired information voluntarily—which 
life insurance has done to the fullest 
extent it was asked to. 

Other members of the committee 
have hed little to say except for Chair- 
man Douglas of the SEC and that or- 
ganization’s representative on the com- 
mittee who read a statement soon after 
O’Mahoney got things under way and 
then turned the SEC’s helm over to 
Gesell 


Questions Necessity of Reserves 


__ Representative B. Carroll Reece of 
Tennessee, R. C. Patterson of the De- 
partment of Commerce, Isidor Lubin of 
the labor department, each had a word 
or two to say on minor points. 

Thurman Arnold caused a wave of 
pained looks in the section reserved for 
life insurance people when he tried to 
make something out of the fact that life 
companies could have paid all their ob- 
ligations out of current income even if 
reserves had been non-existent. D. H. 
ldavenport, special consultant to the 
SEC insurance section, who was testi- 
fying at the time, parried Arnold’s ques- 
tion by saying it couldn’t be fairly an- 
swered without a lot. of elaboration, 
which would come later on. Later in 
the day Ernest Howe, SEC financial 
adviser, cleared up the point somewhat 
by commenting on the fate of the as- 
sessment societies, which tried to get 
along without reserves. 

Arnold has a satirical sense of humor 
and was likely fully aware of the effect 





of his question on the insurance people 
present. 

The hearings are being held in the 
Senate caucus room, in the Senate office 
building, a big high-ceilinged, marble- 
walled affair with stately Corinthian 
columns and abominable acoustics. 
There are eight microphones on the 
tables at which the committee and the 
investigators and witnesses sit. Sound 
reverberations are so bad that it is 
necessary to depend on the amplifying 
system to hear any speaker more than 
10 feet away and even then the most 
rapt attention is required. 


Maduro Addresses 
Cincinnati Leaders 


(CONTINUED FROM PAGE 1) 


for payment of taxes on one-tenth of 
estate or $5,000. Tax may be provided 
for through a life insurance policy. 

Are settlement options going to per- 
form 100 percent? Mr. Maduro asked. 
A provision should be placed in the will 
that all government taxes shall be paid 
out of the residuary estate. 

Case of the Double Tax: Many in- 
dividuals leave property outright to wife. 
A second tax is paid upon wife’s death 
which may occur shortly afterwards in 
effect resulting in payment of a double 
tax. May be avoided by the creation 
of a trust fund paying a sum to wife 


during her lifetime with proviso that 
amounts may be withdrawable. 
Case of the Lingering Lease: Four 


law partners have $15,000 a year rental 
on quarters occupied under a five-year 
lease. Senior partner supplies 80 
percent of business. Term insurance 
on senior partner may be _ carried 
to provide against reserve liability 
against estate for lease in event of his 
death and may be renewed at renewal of 
lease. 

Case of the Busted Business: Close 
corporation owned by A and B. Each 
partner wants opportunity to buy out 
other’s interest from deceased’s fam- 
ily. Each has 50 shares of stock. Divi- 
dends are subject to corporate tax and 
partners receive all profits in salary. 
Stock is worth no more than “right to 
work in firm and receive a salary,” Mr. 
Maduro asserted. In a close corporation, 
the fellow who dies first has to worry. 
Stock pufchase agreement may be amor- 
tized by life insurance premiums at a 
cost of about 3 percent annually. In a 
partnership, each partner should own 
policies on the other’s life. 

An estate is subject to an estate tax 
when a man dies and a one year liabil- 





ity for income tax. These are specific 
liabilities and specific needs, Mr. Maduro 
said, and may be provided for by the | 
purchase of life insurance. Possibly, 
he said, the entire year’s earnings may | 
be concentrated in six weeks’ work. 

Agents are apt to overlook the pos- 
sibilities for selling business insurance, 
Mr. Maduro asserted. Small businesses 
in the $5,000-$10,000 brackets need it 
just as much as those in the larger | 
brackets. 


Two life insurance men took part in a 
Boy Scout ceremonial at Peoria, II. 


| Boy Scout president, officiated. 


Chester T. Wardwell, Peoria, Ill., gen- 
eral agent Connecticut Mutual, was hon- 
ored at a gathering there of some 1,200 


| persons during installation of new of- 


ficers in Creve Coeur council of Boy 
Scouts. Mr. Wardwell is retiring head 
of the council. Walter W. Head, presi- 
dent General American Life, National 
About 
1,200 attended. 

rates 
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Metropolitan Chairman First Witness 


(CONTINUED FROM PAGE 1) 





complicated subject into a _ relatively 
short space of time. 

It is too early to tell just what the 
committee has up its sleeve and how 
much heat it is going to put on the wit- 
nesses. Up to the middle of this week 
everything has been on a very gentle- 
manly basis but hearings will continue 
through next week so it may be some 
days before the real temper of the inquiry 
gets out into the open. ‘Counsel Ger- 
hard Gesell of the SEC, who is doing 
the examining, is known as an extremely 
thorough preparer of cases and he is 
laying the groundwork with equal thor- 
cughness. Many of his questions appear 
unrelated. Some even cause speculation 
as to why he bothers to ask them. But 
nobody who has ever seen him in opera- 
tion has any doubt that he knows what 
he is doing and where he is going. 

Mr. Gesell’s examination of Chairman 
F. H. Ecker of Metropolitan Life, the 
first company witness, was mainly de- 
voted to eliciting information readily 
available in insurance books and the in- 
surance statutes of New York. Only 
once was there hint of pressure on the 
Metropolitan’s expense ratio. Mr. Gesell 
tried to force Mr. Ecker to give an ex- 
act figure or admit that he, though chair- 
man of the board, didn’t know what the 
expense ratio was. 

Mr. Ecker explained that the matter 
of expense ratios on different classes of 
business is constnatly being studied and 
is periodically reported to the directors, 
an answer satisfactory to the committee 
but not entirely so to Mr. Gesell. 

Mr. Ecker proved himself a highly co- 
operative witness. In general the com- 
mittee and its counsel permitted him all 
the time he needed to give complete and 
undistorted answers. In fact they went 
further and permitted him to get in sev- 





eral good plugs for the institution of 
life insurance. One of these was a pas- 
sage which he quoted from an address 
before the Life Presidents’ Association 
in 1926 by Chief Justice Hughes, lauding 
the progress life insurance has made 
since the 1906 investigation and saying 
that in addressing the association “‘it 
seems to me like the fulfilment of a 
dream and the justification of a faith of 
20 years ago.” 

If Examiner Gesell, in trying to get 
Mr. Ecker to boost mutual insurance as 
cheaper than stock coverage, was trying 
to get one class of companies to run 
down the other, he got nowhere with 
the Metropolitan’s chairman. Mr. Ecker 
refused to make any blanket statements 
about which type of insurance might be 
cheaper, pointing out that the cost of 
mutual insurance depends on how long 


a period is under consideration. He 
stuck to his guns, though Mr. Gesell 


was trying to force him to admit either 
that mutual insurance is cheaper or that 
a supposedly important argument for the 
mutual status is in reality non-existert. 
Preferring not to claim a preferred cost 
position for mutual insurance, Mr. Ecker 
based his principal argument for mu- 
tualism on the fact that ‘the policyholders 
could elect a new management if abuses 
crept in. He also made the point that 
an important factor in implementing this 
power of the policyholders is the close 
supervision of the insurance departments; 
particularly New York, without which 
any abuses which might arise might not 
be brought to light until too late for 
policyholders to take effective action. 
Mr. Ecker remarked that the high de- 
gree of publicity demanded of insurance 
companies in their operations is the best 
preventive of abuses. Senator O’Ma- 
honey chimed in to remark on their will- 
ingness to disclose all that was requested 
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by the SEC and to express appreciation 
of the cooperation that the Metropolitan 
and other companies surveyed had given. 

The committee permitted Mr. Ecker 
an opportunity to correct an entirely 
erroneous impression which some of the 
newspapers had placed on data on asset 
accumulations presented the day before. 
Through no fault of the committee, its 
counsel, or the SEC witnesses who pre- 
sented the data, these papers took the 
$20,000,000,000 or so gain in assets dur- 
ing the last generation as being gain in 
the sense of accumulated profit, an un- 
fortunate impression which will prob- 
ably linger with many laymen despite 
efforts to straighten it out. Mr. Ecker 
pointed out that it is no more accurate 
to consider the increase in total assets 
as profit than to consider bank deposits 
as the profits of the banks. 

A point at which Mr. Gesell hammered 
considerably was whether the Metropol- 
itan directors had ever wondered whether 
the company might be getting too big, 
whether there might not be a point be- 
yond which for various reascns a com- 
pany should not be permitted to expand. 
Mr. Ecker answered by saying that a 
company can’t stand still but must either 
go forward or backward and that it 
hadn’t occurred to the company that in- 
creasing size might have any drawbacks. 
He denied that the investing of approxi- 
mately $700,000 a day presents more dif- 
ficult problems than handling half that 
amount or even less, since investments 
of larger unit size are made while still 
retaining the same desirable degree of 
investment diversification. 

Again getting at size, Mr. Gesell asked 
if it were not true that a law limiting 
growth of companies was passed in New 
York as a result of the Armstrong com- 
mittee’s recommendations. Mr. Ecker 
said this was so but that this “ceiling” 
had been changed four years later to 
permit writing a larger amount based on 
limitation of expense. The legislature 
took this action because, he said, it was 
convinced that the evils which prevailed 
before the Armstrong investigation lay 
not in size of companies but in extrav- 
agant expenses of putting or keeping 
business on the books. 


ECKER IS EXCUSED 


Metropolitan Chairman on 
Stand Again Wednesday 
Made Superb Impression 








Only one life company witness had 
been examined up to Wednesday noon, 
he being Mr. Ecker. By the time Gesell 
had finished with Mr. Ecker Wednesday 
noon, the Metropolitan’s chairman had 
abundantly confirmed the impression 
that he was a superb witness for his 
company and the institution. He not 
only gave the right answers but he pre- 
sented what he had to say in such lucid, 
interpretive fashion that life insurance 
advertising copywriters will be overlook- 
ing a good bet if they fail to scan his 
testimony for ideas. 

In this, it should be noted that he had 
the cooperation of the committee and at 
least the forbearance, whether wholly 
voluntary or not, of Gesell. 

It was also clear by the time Mr. 
Ecker got through that the excellent im- 
pression he made was not due to a 
strategy on Gesell’s part by giving him 
enough rope and then tangling him up 
in a dramatic finish. By the end of the 
questioning it was clear that the occa- 
sions on which Gesell appeared to be 
trying to put Mr. Ecker in a hole the 
young examiner was really doing his 
level best and not just feinting for an 
opening. Mr. Ecker handled these situ- 
ations so ably that everybody wondered 
when Gesell was going to quit fooling 
around and start to cut loose with some- 
thing. 

May Call Ecker Again 
Gesell indicated he might call Mr. 
Ecker again, much later in the inquiry, 


so of course there is still a chance of 
further skirmishes between the two. 














strongly of the opinion that the time fo 
Gesell to have exploded his dynamite j 
he has any, was during the first day of 
his examination of Mr. Ecker, preferably 
shooting what he believed to be his mos 
disconcerting queries right at the open. 
ing. 

— in this field believe Gesell ha; 
hurt his case by dragging along with 5 
much background material. Newspapers, 
though, giving the story considerab|: 
space, have pushed it farther and farther 
back in the paper and have been forced 
to base headlines on such dramatic reye. 
lations as the Metropolitan’s payment oj 
some $100,000,000 a year in dividends to 
policy holders—facts which the company 
makes a definite practice of publicizing 
without benefit of thumbscrews. 


Election of Directors 


Gesell devoted his entire second se;. 
sion with Mr. Ecker to the election of 
directors, what qualifications are sought, 
who suggests their consideration, an 
how much authority they exercise. Ob. 
viously seeking to prove that directors 
are selected mainly for their big-name 
value, the examiner quoted liberally 
from Metropolitan correspondence files 
to prove that certain directors rarely, or 
never, attended meetings. 

Mr. Ecker pointed out that a few di- 
rectors, because of the company’s wide 
spread of business, are selected from 
various sections of the United States or 
from Canada, and though there is no un- 
derstanding that they will not attend 
meetings they are necessarily absent 
from a good many because of the dis- 
tance. 

He also explained that some directors 
after long periods of active service are 
unable, because of impaired health or for 
other reasons, to continue as active as 
formerly but that the company retained 
them on the board not only in recogni- 
tion of their long services, as in the case 
of veteran employes, but for their ability 
to give the benefit of their experience 
when called on. 


Clash Over Taschereau Case 


The only thing approaching a clash 
was over the case of director L. A. Tas- 
cherau, prominent Canadian, the single 
exception to the rule that there is no 
understanding any director is excused 
from attending meetings. After reading 
a letter dated April 20, 1938 from Mr. 
Ecker to Mr. Taschereau suggesting 
that his inability to attend meetings and 
asking him whether he thought the 
board should renominate him, Gesell 
asked why, after 16 years of non-attend- 
ance, it should have become desirable 
to question Mr. Taschereau’s continu- 
ance on this ground. 

Queried Gesell, “Do I understand that 
the question of attendance becomes im- 
portant only after 16 years of service?” 

Not answering for a moment, Mr. 
Ecker leaned back, smiled and asked the 
chairman whether the question was 
really meant seriously. This aroused 
Representative Reece of Tennessee who 
broke the general rule of non-interrup- 
tion, and in a positive and somewhat 
agitated manner questioned the propriety 
of a witness doubting the seriousness oi 
a query. 

Mr. Ecker later brought out that the 

Taschereau situation was a_ holdover 
from an earlier era and that the letter 
resulted from the general policy of keep- 
ing abreast of the times, of bringing new 
blood into the board where it seemed 
wise. 
In addition to Mr. Ecker, the first list 
of prospective witnesses released by 
SEC included: T. A. Buckner, chairman, 
New York Life; Cletis E. Tully, assist 
ant secretary Metropolitan Life, Harry 
H. Bottome, general counsel] New York 
Life; Mitchell D. Follansbee, Chicago. 
director Metropolitan Life. 


Fear Interest Control 


Except for a little ominous speculat- 
ing on the danger of life companies 
keeping investment interest rates at arti- 
ficially high levels by being too friendly 


ments, the opening day’s session con- 





However, experienced observers are 
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education course by two members of the 
SEC staff. D. H. Davenport, consultant 
to the insurance section, and Ernest 
Howe, financial adviser, gave the com- 
mittee a brief course in the fundamentals 
and background of life insurance finance 
with, however, constantly recurring em- 
phasis on bigness and geographical cen- 
tralization of control. 

Both these witnesses and SEC Chair- 
man W. O. Douglas professed concern 
at the mounting total of life company 
assets. As Mr. Howe put it, “a time 
may come when investments of a caliber 
suitable to life insurance companies may 
be seriously restricted.” At the same 
time, all three SEC men made it clear 
time and again that not only had they 
the highest regard for the abundant sol- 
vency of life insurance but that nothing 
to be brought out in the hearing would 
be such as to cause any policyholder the 
slightest uneasiness. 


First Day Colorless 


Almost the entire first day’s session, 
which lasted until about 5:30, was color- 
less, for most of it was old stuff to the 
life insurance people on hand. There 
was plenty of keen attention, however, 
for there was no telling what minute 
might bring on the fireworks. Then, 
too, the insurance people were watching 
for every possible indication as to what 
general trend the committee would pur- 
sue:when it really should hit its stride. 

The only lively moment came near the 
end of the afternoon. Mr. Howe, who 
had until that time been easy and in- 
formal, declared with emphasis and se- 
riousness that the growth of life com- 
panies’ assets, as portrayed by SEC 
charts, coupled with narrowed opportu- 
nities for investment, might in the future 
result in companies having so large a 
share in the investment market that by 
refusing to raid each other’s investment 
preserves they would in effect combine 
to keep investment returns at a higher 
level than if competition were kept 
really free. 


No Strangling Now 


He made it clear that he had no indi- 
cation that this is now going on, but 
said that it is a fact that there has been 
no case of a life company lending money 
for refunding a bond issue held by an- 
other life company. As indicative of this 
principle of friendly competition in a 
field of investment other than bonds, 
Mr. Howe read from the Prudential’s 
manual for its mortgage loan represen- 
tatives to the effect that they must 
maintain “friendly and ethical relations” 
with competitors and that a “conscious 
and premeditated raiding of each other’s 
business would be most detrimental and 
should be avoided.” 

“This principle”’ Mr. Howe declared, 
“vould have important implications if it 
were extended—although I do not sav 
that it has been.” 


O’Mahoney Takes Issue 


Chairman O’Mahoney of the T.N.E.C. 
took issue with Mr. Howe, pointing out 
that there would also be some pretty 
important implications if half a dozen 
of the giant insurance companies should 
start out deliberately raiding each other’s 
investments. Somewhat taken aback, Mr. 
Howe admitted there were two sides to 
the problem. 

Senator O’Mahoney went on to say 
that if two men get into a fight on the 
Street it is not very important but that 
if 100 men start battling 100 others, it 
is a matter of serious moment. He bol- 
stered the soundness of his analogy by 
Pointing out that the question is one of 
competition among the companies them- 
selves so it is not a question of 100 men 
against one, but of 100 against 100. 

The discussion boiled down to the 
conclusion that artificially high level of 
interest rates would make it tough for 
those needing investment capital, while 
cutthroat competition for business be- 
tween insurance giants would work a 
hardship on the small investor by forc- 
ing interest rates down. The debate 
stopped short of determining which class 
of potential victims most deserved pro- 
tection. 

The constantly reiterated stress on 
bigness and centralization in the New 


York City area was the underlying 
theme of Monday’s symphony. Colored 
graphs showed the percentage of assets 
controlled by the biggest company, the 
five biggest, the 16 biggest; how much is 
controlled by the six big companies in 
the New York metropolitan area—The 
Metropolitan, New York Life, Equitable 
Society, Mutual Life of New York, and 
in nearby Newark, the Prudential and 
Mutual Benefit. 


Hugeness Dramatized 


Messrs. Davenport and Howe drama- 
tized the hugeness of life insurance as- 
sets, not in a critical way but always 
with the implication that size constitutes 
a problem—and also with the definite in- 
dication that later testimony would show 
why they consider it a problem. 

The Metropolitan, said Mr. Howe, col- 
lected in 1935 in premiums from New 
York State residents $147,826,000 or 47 
percent as much as that State collected 
in taxes from all its citizens that year. 
Premium income of all companies in 1937 
was 1% times the value of United States 
exports and only slightly less than the 
ordinary receipts of the federal govern- 
ment. Life insurance assets in 1935 
were equivalent to 70 percent of the 
value of all farm land and buildings in 
this country. Total assets are currently 
1% times the value of all real estate and 
special franchises of New York City. 

Counsel Gerhard Gesell of the SEC, 
who questioned the witnesses, made it 
clear that these comparisons were mere- 
ly for the sake of giving perspective and 
without any thought of implying that 
the matters are in any way comparable. 


Not Like Other Firms 


_ Mr. Davenport emphasized that the 
full significance of these large amounts 
is not realized, even when their mag- 


nitude is comprehended, unless the 
character of life insurance assets is 
understood in contrast with ordinary 


corporations. More than 50 percent of 
life company assets, he pointed out, con- 
sists of cash and marketable securities, 
placing the companies in a position to 
exercise far greater influence on invest- 
ment markets and the national economy 
than would ordinary corporations of 
equal financial magnitude. 

There is on this account an excep- 
tional degree of public interest attached 
to life insurance aside from the fact that 
it is the repository of some $27,000,- 
000,000 of savings of the people, he said. 

Emphasizing the danger of a short- 
age of eligible investments, as indicated 
by the companies’ growth in spite of de- 
pressions, Mr. Howe said that the 10 
largest life companies in 1937 bought 
62.1 percent of all the corporate bonds 
and notes issued. 

Life insurance observers were hopeful 
that a chance would be given to explain 





that it is not in the cards for life assets 
to keep on growing so much faster than 
the rate of population increase, since the 
rate of growth of insurance in force has 
nearly leveled off and it is not to be ex- 
pected that assets can ever reach more 
than a certain percentage of insurance in 


force, even though they will presumably 
go somewhat higher than their present 
ratio of approximately one-fifth. 

Mr. Howe touched only briefly on 
private placement of bond issues, which 
eliminates investment bankers and other 
middlemen. He said it seems like a 
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simple, efficient method of handling 
financing but there are some difficulties. 
Mr. Douglas said that later on a day or 
two would be devoted to all angles of 
private placements. 


DOUGLAS’ STATEMENT 


SEC Chairman Declares Ve- 
nomous Attitude Will Not Be 
Found Among Investigators 








Chairman W. O. Douglas of SEC 
gave out a formal statement at the open- 
ing of the investigation, in which he as- 
serted that SEC will present only facts. 
He stated SEC has approached its 
studies in a scientific, impartial and ob- 
jective manner. 

Much information, he declared, had 
been developed from questionnaires, 
company files, reports and documents. 
Now, he said, SEC desires to get addi- 
tional information of the kind that lies 
only in the minds of officers and others 
who manage the life companies. 

Douglas said the adequacy of reserves 
will not be questioned. He referred to 
the Armstrong investigation of 1906 as 
having produced lasting benefits and he 
said the present inquiry will be con- 
ducted along the lines of the Armstrong 
probe. He requested committee mem- 
bers to read the Armstrong report. 

The “task,” he asserted, is to survey 
the economic power in the investment 
funds controlled by insurance and ‘ 
study the impact of that power upon our 
national economy.” Study will be made, 
Douglas averred, of insurance company 
influence on the capital markets, supply 
of mortgage funds available to farmers, 
railroad reorganiaztions, financing of low 
rental housing, future of investment 
banking, extent to which insurers domi- 
nate security issuers, underwriters and 
investors. 

The logical point of approach, accord- 
ing to Douglas, is how mutual insurance 
company managements are elected. Mu- 
tuals have 90 percent of the life insur- 
ance assets, he said. Douglas took a 
little dig when he said a mutual com- 
pany is “legally owned and theoretically 
controlled by its policyhoders.” 

“The Armstrong committee,” he as- 
serted, “stated that the most fertile 
source of abuses in life insurance admin- 
istration had been the sense of irre- 
sponsibility of the officials then in 
power.” 

Douglas went on to recite the growth 
of life companies since 1906 and de- 
clared: “This tremendous growth is it- 
self cause for inquiry.” He said SEC 
will inquire into the extent “to which 
the democratic principles of mutuality 
are in fact preserved in operation.” 

The motives behind the election of 
certain individual directors will be ex- 
amined, Douglas said. 


INSURANCE GALLERY 


Except for Metropolitan, whose chair- 
man was the first company witness, 
there was an almost complete absence 








the first two days’ activities. The com. 
panies are represented by their organ. 
izations, Robert Hogg, attorney, being 
present for the Life President’s Associa. 
tion, and Col. C. B. Robbins, manager, 
for ‘American Life convention; Clarence 
Klocksin, legislative counsel represente; 
Northwestern Mutual, which is not , 
member of either association. 

Metropolitan men _ included, beside; 
Chairman Ecker, President L. A. Lin. 
coln, Vice-president F. W. Ecker, Vice. 
president James Madden; T. R. Bass. 
ford, actuary; James Herman, assistant 
actuary; and C. E. Tully, assistant sec. 
retary. 


FORGERY TESTIMONY 


Two Agents Said They 
Signed Policyholders’ 
Names to Proxies 











Not until near the end of third day 
of testimony did Examiner Gesell bring 
up anything that might be played up as 
an abuse or irregularity. He put on the 
stand Edward Schurr, a Metropolitan 
agent in New York, who testified that 
he and most other agents in his district 
office made a practice of forging names 
of policyholders to ballots for biennial 
elections of directors where they ran 
into unwillingness among policyholders 
to sign. 

President L. A. Lincoln, visibly dis- 
turbed, broke in to declare emphatically 
that he himself had absolutely no know! 
edge of any such practice. 

The committee was much impressed 
and some were indignant. Senator King 
said the witness ought to be in jail. Both 
Schurr and an agent of another Metro- 
politan office, Bruno Silberg, said no 
effort was made to conceal the practice 
from managers and assistant managers. 
Silberg named certain assistant man- 
agers who had kidded the agents about 
getting ballots signed. 

While neither witness would say posi- 
tively his manager knew of the practice, 
it was said by the SEC inquisitors fol- 
lowing the meeting that the next day’s 
session would prove that knowledge and 
condoning of the practice went higher 
than agents and assistant managers and 
that they would show that the practice 
was not rare but widespread. 

In a statement following adjournment 
Mr. Lincoln told newspaper men that 
not only had he no knowledge of any 
forging of ballots but that none of the 
officers had any idea of it. He de- 
nounced any agent who would get signa- 
tures in this fashion as disloyal to the 
policyholders trust. 

Chairman O’Mahoney, in talking to 
reporters after the two agents’ testimony 
said it was clear there was no intention 
of wrong doing, as it was obvious that 
the election was regarded as mere for- 
mality and the ballots of less value than 
scraps of paper. He expressed the hope 
that in view of this the company would 
not discipline the two agents too 
severely. 





Company reports, policy facts, rates 
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LEGAL RESERVE FRATERNALS 





Plan Great Detroit 
Demonstration 


The 26th annual convention of the 
National Fraternal Congress of America 
will be held in Detroit Aug. 15-18. 
The various sections will meet the first 
day. There will be a fraternal celebra- 
tion Aug. 14. 

Details are being worked out by com- 
mittees both of the N. F. C. and of 
fraternalists at Detroit, under direction 
of C. L. Biggs, recorder Maccabees, who 
is N. F. C. president. 

The week will be designated “National 
Fraternal Week.” The primary purpose 
of the week, Mr. Biggs said, is to bring 
the fraternal societies together in a com- 
mon cause and show the public the 
benefits that fraternal societies have to 
offer. All societies that are members of 
the National Fraternal Congress and 
many not affiliated with it are working 
on plans for sending a large number of 
their field workers and members to De- 
troit in August. 


Committee in Charge 


The job of working out details is in 
the hands of an executive committee 
appointed by the Michigan Fraternal 
Congress. The committee is: Ralph M. 
Norrington, Gleaner Life, chairman; 
Joseph B. Baker, Michigan Fraternal 
Congress; Mrs. Ethel Hayford, Woman’s 
Benefit; Mrs. Alice White, Woodmen 
Circle; Forrest Wiswell, Protected Home 
Circle; Mrs. Mabel Stamler, past presi- 
dent Michigan Fraternal Congress, and 
John G. Kirsch, Aid Association for 
Lutherans. 

This committee has completed some 
of the details of the week. Governor 
Fitzgerald of Michigan assured the com- 
mittee the state fair grounds would be 
available during the week, and it is con- 
templated thousands will be given the 
opportunity to view fraternalism in all 
its phases in this arena. Mayor Reading 
and other city officials promised co- 
operation in making this celebration the 
finest of its kind ever held. 

An announcement sent throughout the 
country states the fraternal system has 
8,000,000 members in the 48 states and 
the Canadian provinces who are to be 
informed of the Detroit demonstration. 
It is anticipated from 25,000 to 50,000 
field workers, society officers, drill teams 
and delegates to the N. F. C. convention 
will go to Detroit in August, and the 
greatest fraternal demonstration ever at- 
tempted is being planned. During the 
week they will parade, have banquets 
and go on sight-seeing tours. 

The majority of societies are holding 
sales contests among field workers, the 
goal being a free trip to Detroit. A 
campaign slogan has been selected for 
all fraternal societies this year, “March- 
ing Along Together.” 


Michigan Bill Makes for 
Sounder Societies 


LANSING, MICH.—An effort is to be 
made, with department support, to place 
fraternals in Michigan on a sounder 
basis through bolstering reserve require- 
ments in the insurance code. A bill to 
this end was introduced in the legisla- 
ture by Sen. J. T. Hammond, Benton 
Harbor, chairman senate insurance com- 
mittee. It would substitute the Ameri- 
can Experience table at not more than 
4 percent interest for the National Fra- 
ternal Congress tables adopted in 1899. 
_ For valuation purposes on certificates 
issued prior to Jan. 1, 1940, fraternals 
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would be permitted to use a table based 
on their own experience if extending 
over a 20-year period and including 100,- 
000 lives, but American Experience or 
its equivalent would be required after 
Jan. 1, 1940. 

The department would be given more 
power to force correction of any im- 
pairment of reserves and, if necessary, 
to take over a society either to operate 
it on a sound basis or take any other 
steps indicated to preserve the interests 
of insured, creditors and the public. 


Aleshire Addresses Board 
at Rock Island, Iil. 


The |nation’s business could not be 
conducted without the protection of in- 
surance, O. E. Aleshire, president Mod- 
ern Woodmen, Rock Island, said in a 
talk before the Fire & Casualty Insur- 
ance Board there. Insurance is based 
on the law of averages, he said. He 
criticised insurers who take only the 
cream and offer a lower rate. 

The insuring public must depend on 
insurance men to place the coverage 
with reliable companies, he said. He 
reminded insurance men that their busi- 
ness is built on personal service and 
said they should represent only com- 
panies of known stability and worth. 

Mr. Aleshire is the only honorary 
member ever named by the Rock Island 
Board. 


Pays Out $8,500,000 in 1938 


More than $8,500,000 was paid in 
benefits to members and beneficiaries by 
the Woodmen of the World, Omaha, in 
1938. Total death and disability bene- 
fits paid since founding is $275,300,187. 
President DeE. Bradshaw in announc- 
ing the financial statement stated assets 
are at least 80 percent liquid. “The bulk 
of our $128,000,000 assets is composed 
of government, state and municipal 
bends, cash in banks, collections in the 
hands of local collectors, and interest 
due and accrued,” he said. “This gives 
assurance of the maturity of our con- 
tracts.” New business totaled $56,647,- 
391 in 1938; insurance in force at the 
end of the year was $394,721,295. Juv- 
enile insurance amounted to $7,134,232. 











New Jersey Congress Meets 


The New Jersey Fraternal Congress 
will hold its annual meeting in Crescent 
Shrine Temple, Trenton, N. J., Feb. 18. 
J. W. Kendrick, Royal Arcanum, is 
president. Other officers are: First 
vice-president, J. W. Wyks, National 
Union Assurance; second vice-presi- 
dent, Mrs. Lola E. Coles, Maryland and 
New Jersey manager Woman’s Benefit; 
treasurer, Evans, National Union, 
and secretary, H. Bruce Meixel, Phila- 
delphia, Ben Hurr Life manager in 
Pennsylvania and New Jersey. 





Firemen’s Mutual Aid Report 


The Illinois department, in reporting 
on the examination of the Firemen’s 
Mutual Aid & Benefit, 209 North Dear- 
born street, Chicago, a fraternal, as of 
Oct. 1, shows assets $791,055, reserve 
$707,592, surplus $76,937. The report 
says the mortality losses have been ex- 
cessive but the cash position is more 
than ample for current operating de- 
mands. The surplus funds are being 
invested in marketable securities afford- 
ing a satisfactory investment return. N. 
D. Murry is general manager. 

It has in force $5,712,000. 





The Arkansas senate has passed a 
measure legalizing the assessment of at- 
torney fees in suits against fraternals. 





Brailey Heads Cleveland Group 
CLEVELAND, O.—E. W. Brailey, 
general agent New England Mutual 
Life, was elected chairman of the Life 
Underwriters-Trust Officers Club, suc- 
ceeding R. J. Izant, vice-president Cen- 


tral National Bank. Mr. Brailey is past 
president Cleveland Life Underwriters 
Association. A. F. Young, vice-presi- 
dent National City Bank, was elected 
vice-chairman; Harry Jackson, special 
agent State Mutual Life, secretary, and 
E. S. Steeb, insurance officer Cleveland 
Trust Company, treasurer. 


Would Assess Insurers to Pay 
For N. H. Recodification 


Something new in the way of a special 
tax upon insurance companies is pro- 
posed in New Hampshire, where a bill 
has been introduced for recodification of 
the insurance laws, with the insurance 
companies footing the bill in the form 
of an assessment upon their net pre- 
miums written in New Hampshire for 
1938. Under the measure, the commis- 
sion to conduct the recodification would 
consist of seven members. 








Daniel's Final Recommendations 


Judge R. L. Daniel, chairman of the 
Texas insurance board, in his final re- 
port to the governor before turning over 
office to Truett Smith, who was named 
to succeed him Feb. 10, recommended 
the Texas insurance code be rewritten 
to provide greater protection to the in- 
suring public. He urged no new life 
company be chartered in Texas unless 
capital stock is at least $250,000, and 
suggested out-of-state companies be re- 
fused licenses unless they agree to 
permit the state to be represented at 
any examination of their out-of-state 
business, and also if states in which they 
are domiciled refuse to license Texas 
companies. 





H. A. Merrifield, director of farm 
loan department Northwestern Mutual 
Life, and J. A. Painter, supervisor of 
farm loans Old Line Life of America, 
are ‘among speakers at a meeting of 
farm. land brokers from northern Wis- 
consin to be held at Eau Claire, Wis., 
Feb. 10. 
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Stability — Safety 
Performance 
ASSETS 
$13,750,000.00 
CLAIMS PAID 
$1 18,000,000.00 


The Standard Life 
Association 


Lawrence, Kansas 


GEO. R. ALLEN JOHN V. SEES 
President Secretary 
MARTIN MILLER 

Treasurer 

















there. 
Praetorian Building 
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THE PRAETORIANS 


National Headquarters—Praetorian Building 

\ DALLAS, TEXAS 
ORGANIZED—1898—OVER FORTY YEARS OF 

INSURANCE SERVICE 

Issues FRATERNAL LEGAL RESERVE 

LIFE INSURANCE on standard forms, ages 

0 to 60. Amounts $200 to $20,000. 

Operates strictly on the LEGAL RESERVE 

PLAN. Realizing that it is the LEGAL 

RESERVE that puts the safety under poli- 

cies regardless of whether the system is Stock, 

Mutual or Fraternal. 

If it is LEGAL RESERVE, the strength is 


Pays Seventeen Different Ways 














Alex. O. Benz, Pres. 
Otto C. Rentner, Vice-Pres. 





OUTSTANDING by USUAL 
STANDARDS of COMPARISON 


The Aid Association for Lutherans achieved an- 
other enviable record for 1938. Its total amount of 
Insurance in force has increased to over 


$189,500,000.00 


and its admitted assets to over 


$28,500,000.00 


Life insurance plans for every purpose, for men, 
women, and children of the Lutheran churches of 
the Synodical Conference. 


Alp ASSOCIATION for LUTHERANS 


Legal Reserve Life Insurance 
Appleton, Wis. 


Albert Voecks, Secy. 
Wm. H. Zuehlke, Treas. 
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Repeal Zone Rule 
on Examination 





(CONTINUED FROM PAGE 1) 


Superintendent Pink adopted the plan 
of recognizing officially the first two ex- 
aminers that arrived. When the addi- 
tional states came on with their exam- 
iners he notified Commissioner Read oi 
the situation. Mr. Read immediately got 
in touch with the other members of the 
examinations committee and by a vote 
of 9 to 3 they decided to have an inde- 
pendent examination and therefore or- 
dered the examiners to organize and 
conduct the examination separate from 
New York. Therefore, in these four 
offices there are dual examinations going 
on. The New York department also 
started an examination of the American 
Surety but there are only two zones that 
could qualify in its examination and 
hence the issue was not involved there. 


New York Department’s Position 


Superintendent Pink stated that the 
New York department would extend 
every courtesy to the other departments 
in the four examinations, would cooper- 
ate in every possible way and all the 
facilities of the New York department 
would be at hand. These dual examina- 
tions now started will continue. He 
stated that he was in favor of reasonable 
participation so far as other states were 
concerned. He declared that he had 
really been more liberal than the law 
allowed. He claims that no official ex- 
amination can be made of New York 
companies unless the examiners are un- 
der the civil service rule and in this he 
is upheld by the attorney general. Many 
of the other commissioners, however, do 
not agree with his interpretation of the 
law but they do say that he has gone 
farther than any other New York super- 
intendent in cooperative examinations. 

In his letter to Commissioner Sullivan 
of Washington, Superintendent Pink 
outlined in a three page manuscript his 








General Agency 
OPPORTUNITIES 
for good personal 

producers 


Lentral Life 


INSURANCE COMPANY 


of lllinass 


ALFRED MacARTHUR, PRESIDENT 


CHICAGO 


211 WEST WACKER. DRIVE, 











views and told just how far he would 
zo. This was the letter that drew a 
sharp rejoinder from Smrha of Nebraska. 
[t was quite a surprise that the Ne- 
braska official did not attend the Chi- 
cago meeting. 

With the Des Moines resolution re- 
pealed the commissioners are back where 
they were. This means that when a con- 
vention examination is called the chair- 
man of the examinations committee shall 
ask the home state commissioner to des- 
ignate what other states he desires to 
participate. The chairman makes the 





LOUIS H. PINK 


assignment accordingly. This will con- 
tinue until the June meeting and then 
there may be some change. It is evident 
that Superintendent Pink does not want 
to be bound to accept in every case ex- 
aminers from all zones that under the 
rule could participate. In the Metropol- 
itan Life examination, for instance, ie 
invited five other states. He _ believes 
that each case should be studied indi- 
vidually and he should decide how many 
outsiders should be asked in. 


Withdrew All Invitations 


When the various examiners arrived 
in New York and Superintendent Pink 
would not recognize them he wired '‘Com- 
missioner Read that the New York de- 
partment would not assume any respon- 
sibility as to their work and that it 
rested upon the examinations committee. 
At that time some examiners had ar- 
rived in New York and some were en 
route. When the examinations commit- 
tee notified Mr. Pink of its action he 
withdrew invitations to all states that 
he had allowed to participate and pur- 
sued the examination with the New York 
department alone. 

At the Chicago meeting the session 
started at 10 o'clock and lasted until 2 
p. m., it being decided not to adjourn 
for lunch so that the easterners could 
catch a train back in the afternoon. It 
is evident that many of the commission- 
ers were in sympathy with Mr. Pink in 
his position. They felt that he had done 
as much as he could and that he was 
sincere in his stand. 


Those Who Were Present 


There were present Julian of Alabama, 
president of the association; Read of 
Oklahoma, secretary and chairman of 
the examinations committee who pre- 
sided over the session. The other mem- 
bers of the examination committee pres- 
ent were Williams of Mississippi; Har- 
rison, Arkansas: Dunn, South Dakota; 
Lloyd, Ohio; Hobbs, Kansas; Pew, 
Iowa; McCormack, Tennessee: Blackall, 
Connecticut; J. M. Woolery, North Car- 
olina, who substituted for Commissioner 
Bonev; C. J. McCann, chief examiner in 
Florida; Deputy Joyce of Maryland; 
Bowles of Virginia; Sullivan of Wash- 





ington; Newbauer of Indiana and Gough 
of New Jersey. From the executive 
committee there were present Pink of 
New York; Moor, District of Columbia; 
Daniel, Texas; Gough, New Jersey; 
Williams, Mississippi. There were three 
new commissioners present, Lucas, Mis- 


souri; McCormack, Tennessee, and 
Lloyd, Ohio. 
Other commissioners present were 


Palmer of Illinois and Chief Examiner 
Jost of Illinois; First Deputy Cullen and 
Second Deputy McLaughlin, New York; 
Justice, West Virginia; Yetka, Minne- 
sota; Erickson, North Dakota; Morten- 
sen, Wisconsin; Petrie, assistant Okla- 
homa commissioner; Chief Examiner 
Jackson, Missouri; Deputy Rooks, Ken- 
tucky; Chief Examiner William Cotton, 
Kentucky. 

The executive committee held a meet- 
ing presided over by Pink as chairman 
and it was decided to vote by mail to 
fill the vacancy caused by the death of 
Robertson of Missouri. Inasmuch as 
A. J. Ham of Wyoming, vice president 
of the association, has retired from office 
it was decided not to fill the vacancy 
until the annual meeting. The head- 
quarters for the annual meeting in San 
Francisco will be in the Fairmount hotel. 
Mark Hopkins hotel is nearby and is 
much larger. Yetka of Minnesota was 
elected vice chairman of zone 3, Pew of 
Iowa, being chairman. 

On the examination committee Presi- 
dent Julian appointed additional mem- 
bers McCormack, Tennessee; Newbauer, 
Indiana; Gough, New Jersey and Lloyd, 
Ohio. On the accident and health com- 
mittee McCormack was appointed and 
he was also appointed on the valuations 
committee, 

Inasmuch as R. L. Bowen of Ohio 
retired from office and was succeeded 
by John A. Lloyd, the latter was ap- 
pointed chairman of zone 2, succeeding 
Mr. Bowen. 

The only camp followers on hand were 
A. V. Gruhn, manager American Mutual 
Alliance; Ray Murphy, assistant general 
manager Association of Casualty & Sur- 
ety Executives; R. H. Kastner, associate 
counsel, and F. E, Huston, actuary, 
American Life Convention. 





Intensive Prospecting Is 
Explained by Dawson 


HARTFORD—C. Preston Dawson, 
New York general agent New England 
Mutual, opened the annual life sales 
course of the Hartford Life Underwrit- 
ers Association with his talk on “Ap- 
proaching Your Job.” He told of the 
5-day review course in prospecting con- 
ducted in his agency early in January, 
after the prospects had been almost ex- 
hausted in the December rush. He men- 
tioned three methods: Natural contacts, 
such as parent-teacher associations, the 
Y.M.C.A., or local community chest; 
second, use of leading questions to cen- 
ters of influence, so phrased as to direct 
the desired answer; the third, prepara- 
tion of a list of names to be presented 
to a logical center of influence, such as 
a list of prominent dentists, to be pre- 
sented to a dentist of the agent’s ac- 
quaintance. This avoids “shooting in 
the dark.” 


Suggests Use of Control Sheet 


Mr. Dawson suggests a “control 
sheet” to insure a sufficient number of 
prospects and cases in prospect at all 
times. He suggested three sheets of 
paper—the first with two headings: 
“Cases in Prospect,” and “Centers of 
Influence”; the second headed merely 
“New Prospects”; the third with two 
headings: “Age Change” and “Call- 
backs.” 

George F. B. Smith, assistant superin- 
tendent of agencies Connecticut Mutual, 
will deliver the second lecture on “Buyer 
Appeal in Your Job.” 


’ 





The Billings, Mont., agency of the 
Mutual Life of New York celebrated the 
company’s 96th anniversary and _ the 
agency’s eighth. It also marked 25 years 
of service of C. F. Carter, dean of Mon- 
tana agents. Manager W. L. Robison 
presented him with a scroll. 





Merchant and Nelson Are 
Named Supervisors 


Stacy B. Merchant, field supervisor 
of the Mutual Trust Life for Illinois 
during the past 3% years, with head- 
quarters at Bloomington, has _ been 
transferred to Chicago. He was made 
field supervisor of lowa and Nebraska 
and, in addition, will do special work 
elsewhere. 

Paul Nelson has been appointed field 
supervisor for Illinois to succeed Mr. 
Merchant. Mr. Nelson was. general 
agent at Columbus, O., for the Fidelity 
Mutual and prior to that was manager 
of the life department of a prominent 
general insurance firm in Ohio. Shortly 
after graduation from University of 
Illlinois, Mr. Nelson was employed in 
the home office of Mutual Trust Life 
as an underwriter. 


E. W. Gale Goes to Head 
Office of Mass. Mutual 


E. W. Gale, who has been supervisor 
of agents in Edgar C. Fowler agency of 
New England Mutual in Chicago since 
1933, has accepted a position in the home 
office agency department of Massachu- 
setts Mutual. Announcement was made 
to members of the agency Wednesday 
evening at a dinner given by Mr. Fow- 
ler. Mr. Gale was presented with a 
handsome wrist watch as a_ personal 
token of affection from Mr. Fowler. 








Joseph Moore, Wisconsin agency di- 
rector North American Life at Green 
Bay, announced the company would 
sponsor an agency school, banquet and 
policyholders dance there early in May 
for agents in northwestern Wisconsin. 
This is in recognition of the branch 
office production record last year. 





New York State—The sales congress 
will be held at Rochester, May 5. The 
business meeting will be held the day 
before. 








SOCIAL SECURITY 
CONTRACT 


Who are your best prospects? The 
wage earner and salaried workers in 
your community. They want a life con- 
tract that adds to their Social Security. 
That's why General Mutual's Social 
Security Contract is so popular, so easy 
to sell. Unusually liberal commissions 


for recognized agents. 


. . . Write today for full details. 


THE GENERAL MUTUAL 


LIFE INSURANCE CO. 


VAN WERT, OHIO e C.M. Purmort, Pres- 
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Sales Ideas and Suggestions 








Caravan of Stars Tours Texas 
in Traveling Sales Congress 





Twelve hundred life underwriters at- 
tended the Texas sales congress held at 
Houston, San Antonio and Dallas. Sev- 
eral nationally known speakers were on 
the program. 

H. C. Lawrence, Newark general 
agent Lincoln National Life, spoke on 
“What the Public Expects the Under- 
writer to Know.” He referred to the 
optimistic business forecasts for 1939, 
and said that if the salesmen are tem- 
peramental they should do much better 
this year. They need brains, enterprise 
and courage, he said. 

There is a new set of problems, but 
no shortage of money. A _ shortage, 
however, exists in new ideas and men 
who can use a new idea. Inactivity has 
been the hindrance, and the viewpoint 
of the company and the agent have 
failed to give the buyer proper consid- 
eration, Mr. Lawrence believes. 


Clear Presentation Needed 


A clear presentation is greatly needed 
today, he said. The lower income group 
is governed more by emotions than 
those in higher income groups. This 
necessitates making the appropriate pre- 
sentation. The family man usually has 
a mortgage to provide for and children 
whom he wishes to educate. Such needs 
demand that the salesman know how 
best to protect the family man against 
hazards for which life insurance can 
provide. The public also expects the 
underwriter to know the problems of 
the employer, whether in a partnership 
or officer of a corporation, so he may be 
guarded against shrinkage of his estate 
because of lack of the proper provision 
for sale of his interest or stock when 
he dies. 

The wealthy buyer should be pro- 
tected against payment of unnecessary 
taxes by his estate. 


Requirements for Salesman 


The salesman must know his policies, 
be loyal to his company, and be ener- 
getic. He must also be able to employ 
proper motivating technique for suc- 
cessful selling and prestige building 
with his clients. He also should be able 
to recognize favorable responses and 
guide the prospect into a course which 
will provide for his needs. 

In approaching the family man, Mr. 
Lawrence suggested, the salesman can 
ask the man why he bought his life in- 
surance, and then with his assistance 
analyze needs developed by questions. 
Mr. Lawrence uses a chart on which 
he sets down in perpendicular columns 
amounts which the prospect states his 
family will need.. 

“This Business of Education” was dis- 
cussed by J. P. Williams, Philadelphia, 
director educational advisory department 
American College of Life Underwriters. 
There is too much formality and im- 
personality in education. It is a field 
which offers opportunity for develop- 
ment along more personal lines. 


Says Adults Can Learn 


. He discussed the rapid development 
in adult education. Studies have proved 
the middle aged man can learn, and 
because of experience and development 
has certain advantages. 

Men want education because knowl- 
edge Sives power, he said. Education 
is said by statisticians to be worth 
$12.50 an hour. 

Mr. Williams told how the agent may 
get an education in his work that is 
practicable and usable. There are three 
Ways to prepare for the C. L. U. desig- 
nation: By individual effort, working 





alone as does the student who takes 
work by correspondence; group study, 
one of the group being given a certain 
amount of responsibility; and class 
work in a college where insurance 
courses are offered. 


Sanborn Also on Program 


P. C. Sanborn, Boston, general agent, 
Connecticut Mutual, talked on “Business 
Life Insurance.’ Prospecting is the se- 
cret of success in this field as in selling 
personal life insurance, he said. He 
worked three years and four months on 
one prospect in preparing the pre-ap- 
proach. Not all business insurance poli- 
cies are large. The average number of 
lives written by members of the Mil- 
lion Dollar Round Table is 83, so they 
write some small cases. The average 
business insurance policy is $10,000. 

Advantages of writing business life 
insurance, he said, are that the policies 
are usually ordinary life, trick policies 
are eliminated, premium is paid an- 
nually, and leads are provided by the 
buyer of business life insurance. Busi- 
ness life insurance usually is sold for 
stock purchase or shock absorption. A 
new outlet is the private pension plan 
for retiring men at 55 and 60, which he 
said may replace salary savings plans. 


Takes Up Business Insurance 


Business life insurance, Mr. Sanford 
said, may be sold to the firms with two 
stockholders or 200. Success depends 
greatly on thoroughness of the preap- 
proach. 

Mr. Sanborn suggested use of com- 
mercial reporting services to secure in- 
formation not on file at the state capi- 
tal. He expressed surprise that so few 
agents know of the financial statements 
filed with the state. 

“Information Please” was the subject 
of W. N. Hiller, Chicago, Penn Mutual 
Life. This is a form of question box. 
He explained his method of getting into 
early production in new territory. He 
visited two automobile accessory deal- 





ers whom he knew when he was an ac- 
cessory salesman, and also contacted 
fraternity brothers, joined church and 
country club. Mr. Hiller often uses cold 
canvass as a tonic. When he is ordered 
out by the prospect all he has lost is a 
little time. He strives to follow a daily 
schedule. He suggested three inter- 
views and a minimum of eight calls 
daily. 


Says Slump Due to Loafing 


The agent who considers himself in 
a slump is not working and is merely 
kidding himself, Mr. Hiller said. A 
talk with the general agent or agency 
manager will help. 

Direct mail is of no value to agents 
unless they call on both those who 
answer and those who do not. 

The Houston presiding officer was 
William Harrison, Union Central Life. 
A dinner closed the day. J. M. Abell, 
past president Houston association, pre- 
sided, and Mr. Harrison was _toast- 
master. H. R. Smith, president Hous- 
ton General Agents & Managers Asso- 
ciation, spoke on significance of the 
leaders’ round table, and _ presented 
membership diplomas to 63 underwrit- 
ers and certificates to 17 who had writ- 
ten $200,000 of business each in 1938. 
Mr. Hiller talked as “One Successful 
Underwriter to Others,” and Cc. 
Lawrence, Newark, spoke for the gen- 
eral agents. J. B. Stratton, Houston, re- 
sponded. 

The sales congress speakers and Sam 
R. Hay, Jr., president Texas association, 
were awarded certificates of member- 
ship in the “Amalgamated Life Trained 
Seals.” 

Presiding officers at Dallas were Pax- 
ton Matthews, president Dallas associa- 
tion, and Felix Hargis, Fort Worth. At 
San Antonio, W. S. Rathbone, president 
Austin association, presided in the 
morning, and F. H. Harrison, president 
Valley Grande association, in the after- 
noon. Paxton Matthews spoke on as- 
sociation activities. 

Plans for an outstanding program at 
the annual meeting of the Texas Asso- 
ciation of Life Underwriters at San An- 
gelo, June 1-3, were mapped out at a 
special business meeting held in Dallas. 
The managers and general agents and 
the leaders round table session will be 
held June 1. An all day meeting for 
salesmen will be June 2 and the business 
meeting June 3. 





Industrial Policyholders Are 
Good Ordinary Prospects 





That there are virtually thousands of 
industrial men producing over $100,000 
of combined business each year, in ad- 
dition to collecting the premiums and 
giving necessary service to good sized 
industrial debits by selling to holders 
of industrial policies, was brought out 
by J. D. Moynahan, Metropolitan Life, 
Berwyn, IIl., in addressing the first semi- 
nar devoted exclusively to industrial 
agents at the annual convention of 
Florida Life Underwriters held in Jack- 
sonville this week. 

“To me it is the field where life in- 
— men can do the most good,” he 
said. 


Look Up Jualifications 


“We have heard and read in addresses 
and articles about prospecting, but have 
we ever stopped to consider how simple 
the problem is to the industrial agent?” 

The industrial agent’s collection book, 
he pointed out, contains vital family in- 
formation of between 150 and 300 fam- 
ilies, depending on the size of the debit. 
These families represent between 200 
and 400 adult wage earners and an ad- 








ditional 100 or so adolescents who will 
soon become wage earners. However, 
it would be well to look up the qualin- 
cations of a good prospect. 

Is there a need? Can he pay? Can 
he pass? Is he approachable? These 
are the questions which the industrial 
agent must ask himself before he con- 
tacts prospects. All such information 
should be recorded so that when the 
prospects are to be contacted their 
names will not have been forgotten. 
_It would be well to take the collec- 
tion book, go through it page by page, 
and enter in the prospect book the name 
and page number of every family on the 
debits who could or should be paying 
for ordinary insurance at least on a 
monthly premium basis. If it is known 
that such prospects already have ordi- 
nary, so much the better. Then review 
the list. 

How much of the information neces- 
sary to make an intelligent presentation 
do you lack? Do you have his date of 
birth? Are you certain of his occupa- 
tion? How much insurance does he own 
in other companies? What are the 





names and ages of his dependents? 

You will be surprised how few of the 
answers you can enter, but they are 
yours for the asking, so determine next 
week to put a little symbol, say a “Q” 
(meaning question) opposite the names 
on your route list, and when you go into 
the home ask questions about the wage 
earners, and put the information in your 
prospect book just as soon as you leave 
the house. 


Set Up Simple Plan 


The next step is to set up a simple 
plan for the prospect and his family. 
You are not going to attack the exist- 
ing industrial, you know better. You 
know that an industrial policy which 
has been in force for a few years com- 
pares favorably with any ordinary policy 
even in your own company. You know 
that if you do twist or replace or con- 
vert it (call it by any name you wish) 
you are not only disturbing the face of 
your policyholder and yourself in par- 
ticular, as well as the whole institution 
of life insurance in general, but you are 
actually causing the insurer to lose 
money. 

You will start off by suggesting that 
the $400, $500 or $600 of industrial 
should be left as a burial or cleanup 
fund and recommend the next step in 
an intelligent life insurance program— 
a reinvestment income for two, three or 
five years—an income of between $40 
and $75 per month, the amount of insur- 
ance ranging from about $1,000 to 
$4,000. You may call it salary insurance 
or a rent or some such simple term. 


Approach is Simple Matter 


Having set up a plan, keeping in mind 
what you want to do for a prospect’s 
family, is half the battle. The approach 
is a simple matter. Introduce the sug- 
gestion of salary continuance to the 
housewife in a casual way. Arouse her 
interest and she will arrange for the in- 
terview, and, as you well know, in many 
cases will make the actual approach for 
you, so that when you get there in the 
evening you can start your interview 
with your chart or your pencil and paper 
as a visual aid just as soon as you can 
get the husband and wife seated with 
you at the dining room or kitchen table. 

If this is done well, a simple explana- 
tion of the plan will suffice to bring you 
to the point where you will encounter 
one or more of the usual objections. 

Don’t forget that there are always ob- 
jections even if unspoken. Make a point 
of being prepared for them. 

You will not always close on the first 
interview. The family may wish to dis- 
cuss the situation over privately. The 
trained agent recognizes the situation 
and retires gracefully, suggesting a defi- 
nite time for the next call. He tries to 
make the appointment for pay night 
when the sale can be made on a binding 
receipt. 

“Give me an office full of men who 
will make just three or four interviews 
as I have described each week,” Mr. 
Moynahan said, “and I will be the hap- 
piest manager in the life insurance busi- 
ness because I know these men will 
grow, that their policyholders will grow 
and continue to add to the modest pro- 
gram that they have started. They will 
be referred to friends and relatives of 
the policyholders and their zeal for the 
business will be kept fresh and alive by 
continued success. 





Broaddus Warns Against 
Squandering Time 


DAVENPORT, IA—The value of 
employing modern business methods in 
managing a life insurance office, and 
importance of wise allotment of time 
were emphasized by L. S. Broaddus, 
manager Guardian Life, Chicago, before 
the Davenport Association of Life Un- 
derwriters. The life insurance man 
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who continues to employ slack, haphaz- 
ard business methods eventually will see 
himself eliminated from a field that has 
become increasingly crowded during the 
past few years, he said. 

He warned against squanderin~ time. 
Because the life insurance salesman can- 
not be held to a rigid schedule, but must 
regulate his time himself, he is apt to 
become careless in the manner in which 
he uses it. 

“Do not expect the ‘good old days’ 
to return,” he said. “Figure that they 
have gone forever, and adjust yourself 
without delay to the changed condi- 
tions.” 





Life Insurance Sold 
Through A. & H. Work 


C. B. McClure, Wichita Falls, Texas, 
general agent of the Ohio State Life 
in the north Texas territory, spoke at 
the annual convention on “Life Sales 
Through Accident Contacts.” He 
stressed the fact that companies are 
looking for men with a lot of contacts 
to represent them. Therefore, their ex- 
perience has been that men who do have 
a lot of contacts are the men who make 
good in the life insurance business. So 
how is the average man whose contacts 
are limited going to increase them so he 
will succeed in the life insurance busi- 
ness? Mr. McClure asked. He sug- 
gested they do this through the sale of 
accident and health business. He also 
advised any agent who knew he was 
not doing half the business he was 
capable of doing and not making half 
the money he should like to make, and 
needs to make, that he temporarily lay 
aside his life insurance rate book and 
concentrate on health and accident busi- 
ness for a while. He assured such 
agents they would find it a very profit- 
able way of prospecting and possibly in- 
crease their life business besides. 

J. C. Macfarland of Cincinnati, gen- 
eral agent of the Ohio State Life and its 
star producer last year, in his talk before 
its agents’ convention gave some of his 
methods that he has found successful. 
For instance, he urged agents to get their 
prospects to talk as soon as possible so 
that they can get an idea of what is in 
their minds. Agents are inclined to talk 
too much themselves. The prospect 
should be asked questions, probably re- 
lating to his own business or something 
else. This is a good way to get him ac- 
customed to talking. Then the agent 
can ask him what his slant is regard- 
ing life insurance. An inquiry should be 


made as to what he thinks of it. Why 
did he buy life insurance? Had he in 
mind protection or investment? This, 


Mr. Macfarland explained, opens the way 
for an agent to get in some good licks. 


Do Not Take Policies 


Mr. Maciarland stated that it was al- 
ways poor policy for an agent to take 
the policies of his prospect because im- 
mediately it puts the agent on the spot. 
In Mr. Macfarland’s opinion he should 
keep away from seeing the other man’s 

policies. However, he should ask the 
nia what his insurance is doing for 
him. 

Mr. Macfarland said that in approaching 
a prospect an agent should put on a piece 
of paper vertically the figures 1, 2, 3, 4 
and 5. This incites the prospect’s atten- 
tion and gives the agent, as Mr. Macfar- 
land put it, a track on which to run. It 
helps maintain the prospect’s interest and 
as the material is filled in after the num- 
ber it convinces the prospect that the 
agent knows his business. 


Summary of the Five Points 


After No. 1, he puts cash at death. No. 
2, readjustment—one or two years. No. 
3, minimum income for wife during chil- 
dren’s dependency. No. 4, life income 
to wife thereafter. No. 5, retirement in- 
come to you. Mr. Macfarland advised 
getting everything down to an irreduc- 
ible minimum. That is, he makes the 
prospect decide just what are his mini- 
mum requirements. He asks him how 
much he can put away every week to 





meet the demands or at least start his 
program. Then he asks him whether he 
will actually do it. 

One of the questions that he asks a 
prospect is that in case of his death 
within a year or two, what his wife can 
do and when can she start. He may say 
that he cannot afford the program. Then 
he should have brought again to his at- 
tention that the wife will be forced to do 
something in order to make an income. 
She may take the cash at once and it 
may soon be gone. 

He advises the prospect to have his 
wife get to work as soon as possible after 
his death, leave the proceeds of the pol- 
icy with the company and use the inter- 
est in addition to her salary for her keep. 
In No. 2 he speaks of readjustment 
meaning that provision should be made 
for a larger amount going to the widow 
in one, two or three years. He suggests 
that the principal as far as_ possible 
should be maintained as a safety factor. 
In the approach Mr. Macfarland sug- 
gests that the agent get to No. 3 as soon 
as possible as that is one of the vital fea- 
tures in his proposed program. 


W. T. Earls Tells About 
His Method of Time Control 


LOUISVILLE.—The guest speaker 
of the Louisville Association of Life Un- 
derwriters was W. T. Earls of the New 
England Mutual at Cincinnati. He is 
a vice-president of his local C. L. U. 
chapter. 

He said records indicate that failures 
in the business due to ill health amount 
to but 1 percent whereas 31 percent fail 
due to lack of industry or from lack 
of properly directed effort, no work habit 
or no time control. 

He strongly advised the adoption of 
recording completely daily activity, ad- 
mitting this to be tedious but once ac- 
quired it permits the agent to check 





himself, determine his weaknesses, 
correct them early and avoid their 
repetition. 
His record is: 
Sales 
Talks 
Daily Inter- Ask Aver. 

Year Calls views to Buy Sales Pol 
1933 § 5.5 2.5 39 3,800 
1934 7.2 4.5 2.1 63 5,700 
1935 7.3 4.8 2.1 51 8,800 
1936 7 4.8 2.5 48 11,800 
1937 7.8 4.9 2.2 60 14,000 
1938 7.8 5.3 2.1 74 9,700 


A call is considered as such regardless 
ot whether the prospect was seen. He 
splits his interviews separating those 
wherein an actual attempt for a sale 
was made. 

He does not endorse cold canvass. 
He kept records and found it did not 
pay. He found that 40 percent of his 
business was acquired from the use of 
some tax or policy analysis approach 
so he is committed to the same form 
of operation for this year. 

He further advised the use of a 
monthly inventory listing the names, se- 
lected, of those prospects to be inter- 
viewed. 


Extensive Investigation 
Sought in Nebraska 


LINCOLN, NEB.—At the meeting 
of the legislative committee considering 
the Miller resolution to investigate the 
operation of the state insurance depart- 
ment, Senator Craven, who says he has 
support from other members, asked that 
the investigation be broadened to cover 
two years study. He would authorize 
the employment of actuaries, account- 
ants and attorneys to make the investi- 
gation, and would finance it by levying 
a 2 percent tax on the salaries and in- 
comes of executives of all domestic 
insurance companies, which he estimates 
would yield $75,000. He would also 
broaden it into an investigation of the 
practices of domestic life companies. 
The original resolution carried only a 
$2,000 appropriation, and was intended 
to provide for an investigation limited 
to what is necessary to ascertain the 
facts as to administration of the depart- 
ment. 
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J. W. BISHOP 


CHATTANOOGA, TENN.—J. W. 
Bishop, for 28 years agency manager, 
has been appointed life counsellor of the 
Volunteer State Life, a position specially 
created for him. Associated with him 
will be his son, J. W. Bishop, Jr. Mr. 
Bishop has been associated with the 
Volunteer State 32 years and is one of 
Chattanooga’s largest producers. He is 
a past president of the Chattanooga As- 
sociation of Life Underwriters, a past 
president of the Tennessee Association 
of Life Underwriters and a past treas- 
urer and member of the board of trus- 
tees of the National Association of Life 
Underwriters. For 20 years he has been 
a member of the council of the National 
association. 





Preparations Made for 
John A. Lloyd Dinner 


COLUMBUS, O.—Rather elaborate 
preparations are being made for the tes- 
timonial dinner which is to be tendered 
John A. Lloyd, superintendent of insur- 
ance, Feb. 17 at the Deshler Wallick 
Hotel under the sponsorship of the Ohio 
Association of Insurance Agents, of 
which he formerly was secretary. All 
branches of insurance will be repre- 


sented. Paul R. Gingher, counsel for 
the Ohio Association of Insurance 
agents, will be the toastmaster, and 


President L. C. Jones of Youngstown 
and the four past presidents will tell 
of their contact with Mr. Lloyd while 
he was secretary. 





V. B. Coffin, second vice-president and 
superintendent of agencies of Connec- 
ticut Mutual, is visiting agencies in the 
south and southwest. His stops include 
Dallas, San Antonio, Houston, New 
Orleans and Nashville. While at New 
Orleans Mr. Coffin will address the New 
Orleans Managers Association. 
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